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it’s easier 
to stock 
just ONE line... 








It’s PROFIT-WiISE 
to stock... 





® 
You get more than a quality line when you handle Channellock 
pliers. You get the line with the best seller of them all... the 
Channellock No. 420. Hundreds of thousands of this one plier 
alone are sold every year by tool suppliers all over America. That’s 
why these same suppliers tell us ‘It’s easier to stock just one line 
of pliers. We find it profit-wise to stock the complete Channellock 
line’. You will, too. Send for our new catalog. 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 





of 











WHAT'S WITH 


Polypropylene? 


¢Rope -Cord + Twine 


Now’s the time to offer your customers 


NEW POLYPROPYLENE CORDAGE 


. Stronger than polyethylene 
2. Longer wearing than polyethylene 

- Better working feel than polyethylene 

- More heat resistant than polyethylene 

- Less slippery than polyethylene 

- Rot resistant | 
Acid and alkali resistant 
Low stretch 

- It floats 


10. Competitively priced 


@ Clip the coupon for more information on this newest synthetic rope. 
KING COTTON CORDAGE, 105 Duane St., New York 8, N. Y. 


YOUR Most Complete, Best Packaged, Best Merchandised Cordage Line. 


Please send me a sample and more information on 


KING COTTON POLYPROPYLENE 


CORDAGE 


105 DUANE STREET * NEW YORK 8,N. Y. 
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10 UNITS 
FLUSH PULLS 


No guessing what's inside 


with Zonal hardware 


You don’t have to open a shelf full of 


boxes to find a particular item, when 
you sell National hardware. National’s 
bright blue Picto-Gra phic cartons and 
Visual Pacs tell your clerks and cus- 
tomers exactly what’s inside — what 
item, what size, what finish. This 1s 
one more reason why the swing is to 
National hardware. Decimal pack- 
aged, too, for easier inventory control. 


Write for free catalog. 
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el ’ NATIONAL MANUFACTURING CO. 


" 16007 First Ave., Sterling, Illinois 
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NATIONAL MFG. CO. 





() _..the label on steel that sells! 


Displays cost so little...work so hard! 


Ask your hardware or nursery jobber about them when ordering USS products 




















United States Steel Products 
Division of 
United States Steel 


5100 Santa Fe Avenue, Los Angeles, Calif. » 1849 Oak Street, Alameda, Calif. _| 
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_ DRAWER SLIDES 


< 


always operate smoothly, never sag! 


There’s a K-V drawer slide for every type installation — 
from lightweight to heavy duty. Write for complete catalog. 


L/ ; ss 
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No. 1300 lightweight extension drawer slide 
ae 


: i 
/ f - eet At al 
No. 1390 lightweight full extension drawer slide No. 1600 self-closing drawer slide 


—_ 


No. 1200 extension drawer slide No. 1400 heavy duty extension drawer slide No. 1700 heavy duty full extension drawer slide 


KNAPE & VOGT MANUFACTURING COMPANY, Grand Rapids, Michigan 


Manufacturers of adjustable shelf hardware, sliding and folding door hardware, cioset and kitchen fixtures, Tite-Joint Fasteners and Handy Hooks for perforated board. 
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COMMEN T — 


Start with an Idea 


Store improvement is not to be likened to home improvement. 


You will not be selecting a decoration program and installing 
equipment just to have a nice place in which to work and look at. 


You should start with one basic idea . . . to improve the profit 
earnings of your business. 


From there you can build as much of a program as you think 
necessary to achieve your objective. 


It may be that you have large average traffic and good dollar 
volume but a poor profit percentage. This may only require a 
change in one or more systems within the store. 


If your traffic and dollar volume is down and slowly decreasing, 
then you may have to do a remodelling job . . . new decorations, 
new fixtures, ete. ...in order to get increased traffic. 


This issue tells how many other dealers met their problems 
and solved them. It also shows what manufacturers have avail- 
able for you to help increase sales of their products. 


Whether you end up with a slight system change or a complete 
modernization program it should be done with only one thought 
in mind... to increase your profit. 


5 





UPDATED & NEW 
HARDWARE FIRMS 


ARIZONA 


YUMA—Large scale improve- 
ments are taking place at Im- 
perial Hardware Co.’s store 
here. A general modernization 
program making a larger store 
out of the present site is 
planned. In addition, a parking 
lot in the rear will be con- 
structed in conjunction with 
other landlords in the area. 


CALIFORNIA 


ARBUCKLE — Lyle’s Hard- 
ware, formerly Arbuckles Build- 
ing Service, held its grand open- 
ing recently. The store with a 
new look stocks brand name 
hardware, paints, garden tools 
plus a service department. Re- 
freshments were served by the 
Arbuckle Junior Women. 


BOYES HOT SPRINGS — 
Frank’s Hardware, owned and 


operated by Mr. and Mrs. Frank 
Zilioto, staged its grand opening 
recently. Visitors to the bright 
yellow fronted store were of- 
fered get acquainted gifts in- 
cluding paint, milk glass serving 
dishes and other items. New and 
modern display shelves and 
lighting with expanded stock 
has made the 1800 square feet 
of store an attractive hardware 
shopping center. Frank’s Hard- 
ware was formerly located in 
the Castner building here. 


CULVER CITY—An addition 
of 2000 square feet is being 
added to Utility Hardware, at 
5559 Sepulveda Blvd., here. The 
new space will be devoted to 
paint and wallpaper. The store 
is presently 5000 square feet. 


OAKLAND — Simon Hard- 
ware Co. took another step in 
its expansion program with the 
announcement that the down- 
town hardware store here will 
have its parking facilities dou- 
bled. Nearly a third of a million 





JAZZ UP 
SUMMER 
BUSINESS! 


VINYL 

POWERGRIP 

No. P339 Assortment 

Fuller products are made in U.S.A., 
England and other countries, of the 
highest quality materials, by skilled 
craftsmen . . . designed for service 
° . and rigidly inspected to pre- 
serve Fuller Quality and Reliability. 


|FULLER 


a 


SUPER 
SALE 


? Profits from a bucket-full of 
Vinyl PowerGrip Fuller Screw- 


driver! Blister-proof handles! 
Values to 95¢, retail 39¢—2 

for 75¢. Heavy duty, me- 
chanic, cabinet, #1 & #2 

ial recessed (Phillips type) .. . 
“ae 50 in all. Attractive red and 
U.S.A. white pail. Put ‘em up front. 


ORDER TODAY! 
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dollars will be spent in con- 
struction of the parking lot be- 
hind the 8th and Broadway 
store. The new lot will permit 
immediate parking during peak 
periods on Monday and Friday 
nights, plus the weekends. Com- 
pany officials said that the new 
facilities are expected to pay 
for themselves within a year 
through added sales. 


OROSI—Open house was held 
at Farmers Trading Post No. 2 
recently. The new business is 
located in the former Cutler- 
Orsi Lumber Yard. Operators 
of the store are Nat Handler 
and Paul Lytton. Hardware, 
paint, garden and farm supplies 
are carried. 


POMONA — The new Miller 
Bros. Hardware Store held its 
grand opening here over a re- 
cent weekend. The store was 
moved from 105 S. Garey Ave. 
to 395 E. 2nd St. The opening 
featured demonstrations of 
various power tools distributed 
by the store. Display area has 
been 4500 square feet of the 
6000 in the new store being 
used for sales area. The tool, 
housewares and paint depart- 
ments have been enlarged. The 
front entrance of the store was 
remodeled and a rear entrance 
added. Metal awnings were in- 
stalled over display windows. 


RIVERSIDE — A major re- 


| arrangement of departments at 


Builders Emporium here has 
been completed. The remodel- 
ing was done to make way for 
a new patio furniture and out- 
door living equipment depart- 
ment. Ken Whipling, store man- 
ager, said that five of the store’s 
regular departments were moved 
to accommodate the new section 
in the center of the store. 


SAN CLEMENTE — Mr. and 
Mrs. Walt Sewell, owners of El 
Camino Hardware and Paint 
Store had their grand opening 
here recently. The store is lo- 
cated at 101 Miramar Ave. 
Sewell was formerly a hardware 


| salesman for Union Hardware 
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UPDATED STORES 


for several years. For the open 
house, the Sewells served coffee 
and donuts, with many free 
prizes for visitors. A complete 
line of hardware and paint sup- 
plies is stocked with ample free 
parking in front of the store. 


SANTA ANA — Additional 
parking space is being created 
at Clark Dye Hardware, 210 
Main St., here. Plans for the 
addition of 35 to 40 parking 
spaces through development of 
a 50 x 125 foot lot, will permit 
customers to connect with the 
present parking lot. 


SANTA ROSA—A new loca- 
tion for Santa Rosa Hardware 
is coming up in the near future. 
Formerly the J. B. Rice Com- 
pany, the hardware firm is 
owned and operated by Robert 
and Paul Henning, both former 
employees of the Rice Company. 
The new location will be in 
Montgomery Village at Clare- 
mont Dr. The new store will 
have 5000 square feet of floor 
space, plus a parking lot. 


SUNNYVALE — Variety 
Hardware, located at 295 E. 
Washington St., recently opened. 
Owners Gene Pasquali and Neo 
Corsini stated that the 3000 
square foot store features do- 
it-yourself supplies and home- 
owners general hardware. 


TUSTIN — Grand opening of 
Adams Hardware here took 
place recently. 30b Adams, 
owner, formerly operated a 
hardware store in Ontario. He 
said that the new store carries 
a complete line of hardware 
goods. Adams Hardware is lo- 
cated in Red Hill Shopping Cen- 
ter. 


COLORADO 


CRAIG — Roger’s Hardware 
announced that their open house 
held recently was a success. In 
celebration of the new addition 
to the store free coffee and 
donuts were served. Door prizes 
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and a free treasure chest of 
prizes were given away to visi- 
tors. 


IDAHO 


IDAHO FALLS—One of the 
most modern stores in the down- 
town district here recently held 
a gala open house. The Mart, 
a newly-formed corporation 
headed by W. C. Kyle, president, 
and Charles Just, features hard- 


ware, sporting goods, house- 
wares and related departments. 
The store is completely air con- 
ditioned and has modern light- 
ing. The building’s front ex- 
terior has stucco grid and louv- 
ered metal across the top. Large 
glass show windows set off the 
front. Exterior signs are day- 
night variety, meaning they are 
readable equally as well day or 





"A limited number of Distributorships and 
Dealerships are available." 


Write today for free samples, 


product allure in the new 


aerosol container 


After two years of actual test-use 
under the most rigorous conditions, 
UNITED is proud to release to the gen- 
eral public and trade the “ORIGINAL 
MULTAKOLOR” in a new prestige 
aerosol package. 

MULTAKOLOR is an all-purpose 
textured spray enamel which decorates 
in two or more spectacular colors ina 


, single application. Available in 


, luxurious decorator patterns, 
MULTAKOLOR adheres to any 
surface . sheetrock, plastic, 
wood, metal or composition. 
This aerosol product affords an 

improved quality which has 

continually made the name 

\ MULTAKOLOR famous for 

over ten years among the 

4 do-it-yourselfer, profession- 

, al painters, builders and 
architects, ’ 


fl Wy 


See 


dealer literature and prices 


t a 
MULTAKOLOR DIVISION 


LACQUER MFG. CORP. 


LINDEN, NEW JERSEY 
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502 SO. GREEN STREET, CAMBRIDGE CITY, INDIANA 





For Further luformation 
Write to Your Wholesaler 


BILLINGS HARDWARE COMPANY 
510 North Broadway 
Billings, Montana 








CALIFORNIA TOOL COMPANY 
1929 So. Figueroa Street 


Los Angeles 7, California 
Huck Miller, 
Phone: Richmond 7-621 1 





WILSON F. CLARK COMPANY 
500 L Street 


San Diego, California 
C. L. Williams, 
Phone: Belmont 3-3151 





LEWERS & COOKE, LTD. 

404 Biikoi Broadway 
Honolulu, Hawaii 

H. Frank Haffner, Phone: 51961 





SLOSS & BRITTAIN 
100 Potrero Avenue 
San Francisco, California 





| 


Union Hardware & Metal Company 
5555 Ferguson Drive 

Los Angeles, California 

F. F. Regan, Phone: Raymond 3-241 | 





ZORK HARDWARE COMPANY 

115 San Francisco St., El Paso, Texas 
234 S. 7th St., Phoenix, Arizona 
Roger W. Robertson, 

Phone: Keystone 2-3621, El Paso 
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OREGON 


GRANTS PASS—Rogue Riv- 
er Hardware held a special sales 
event in celebration of the re- 
decorating and other changes in 
the store. Opening day crowds 
jammed the hardware store, 
making the event highly suc- 
cessful. 


KLAMATH FALLS—Roberts 
Hardware & Sporting Goods, 
3890 So. 6th St. expanded with 
an addition of a 30 x 80 foot 
warehouse. According to Dick 
Kovalis of the firm, the addition 
permits the present storage area 
to become part of the sales 
area. Lines of merchandise have 
been expanded and more em- 
phasis has been placed on house- 
wares and sporting goods. 


REEDSPORT — Kerwin Roe 
and Curt Emery recently open- 
ed their new Coast-To-Coast 
Hardware Store. For the grand 
opening event they scheduled a 
special sale with prizes and bal- 
loons for the children. Free cof- 
fee and donuts were served. 


ROSEBURG — George West 
owner of Umpqua Valley Hard- 
ware has moved from 566 SE 
Jackson St. to his former ap- 
pliance shop at 648-58 SE Rose 
St. The store has been expand- 
ed and redecorated. The hard- 
ware store now has double the 
space that it formerly had. One 
side of the store is being used 
for boat display. New lighting 
has been installed and the front 
has a new marquee with bril- 
liant lighting. The hardware 
store has two floors with a 30 
foot front. 


SALEM — Walter Hijelle has 
purchased the Coast-To-Coast 
Hardware Store from Douglas 
Wallace. The store is located at 
2043 Capitol NE. A grand open- 
ing was held with a special sale 
and door prizes. Manager of the 
new store is John Schumaier. 


UTAH 


SALT LAKE CITY — Har- 
old’s Hardware Store, 2668 20th 
East, here, was purchased by 
Bud’s Hardware. The announce- 
ment came from Harvey North- 
rup of Bud’s. Bud’s Hardware 
original store is located at 2040 
E. 6200 South. This store has 
been enlarged three times its 
former size. Both stores will 
earry all lines of hardware, 
sporting goods, paints, garden 
and ski supplies and housewares. 


WASHINGTON 


KALAMA — Baker Lumber 
Co. reported a fine turn-out for 
their grand opening held recent- 
ly here. Several door prizes 
were given as well as souvenirs 
for those attending. Prizes in- 
cluded a portable saw, 16 foot 
extension ladder, five rol!s of 
insulation, four gallons of paint 
and a 14 inch electric drill. Dale 
Cawlfield is manager of the 
store. 


KENT — Kent Hardware & 
Furniture, Inc. recently com- 
pleted a remodeling of the en- 
tire store. A wall was removed 
to open up the furniture and 
appliance departments with the 
hardware department. A new 
six foot aisle has the checkout 
counter located in it. The 11,000 
square feet of store held its 
grand opening with door prizes 
and refreshments for visitors. 





COMING 
NEXT MONTH ... 


A Special Study of 13 
Hardware Dealers in a 
Distinetive Marketing 
Area ... Plus the Special 
Hardware Advertising 
Services Issue . .. Design- 
ed to Help You Get Effee- 
tive Advertising. 
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WASHINGTON 

LONG BEACH—Dennis Com- 
pany held its grand opening 
here recently. The hardware, 
paints, sporting goods and build- 
ing supplies departments were 
all remodeled to modern mer- 
chandising standards. Gary 
Dennis, manager of the Ray- 
mond store, worked with Wally 
Traynor, local store manager, 
in preparing the grand opening. 
Coffee and cookies were served. 
Door prizes and free gifts were 
given away to visitors. A new 
ramp-style entrance is one of 
the store’s features. Modern 
daylight lighting and plate glass 
display set off the store. The 
Long Beach store is a branch 
of the Raymond, Wash., store. 


LYNDON—A grand opening 
celebration at the Bill Irwin 
Hardware was held recently. 
Gifts for the ladies, men and 


boys, door prizes and bargains 
throughout the store were fea- 
tured. The new store carries a 
complete line of hardware, gifts 
and housewares. Bill Irwin has 
been in the hardware business 
since 1923. He was formerly 
with Morse Hardware in Bell- 
ingham. He previously had a 
store in Ferndale. 


LYNDON — Lyndon Hard- 
ware & Sporting Goods has 
changed ownership and has a 
new name. The store is now 
Jude’s Hardware, Sporting 
Goods and Gift Center. Mr. and 
Mrs. “Jude” Vander Hoek are 
the new owners. The grand 
opening was held recently. Free 
coffee and cookies were served 
to visitors. 


MORTON—Keen & Howard’s 
of Centralia have opened a 
branch store here. The store is 
located in the former Dameron’s 
Hardware. Opening day was 


celebrated with free balloons 
for the kiddies and donuts and 
coffee for parents. Door prizes 
were given away to visitors. A 
complete line of building mate- 
rials, paints and hardware is 
carried. 


POMEROY — Strain’s Furni- 
ture and Hardware, destroyed 
by fire December 8, has held its 
reopening here. The new loca- 
tion is at Meyers Hardware 
former site. A complete re- 
modeling job was done with 
new floors, ceiling, lighting, fix- 
tures, and front installed. 


PORT TOWNSEND — Olym- 
pic Hardware & Furniture Com- 
pany held an open house re- 
cently here. The celebration was 
the opening of the new appli- 
ance and floor covering depart- 
ments. Coffee, cookies and pop- 
sicles were given to guests. 
Free gifts to the first 40 ladies 
and door prizes were awarded 
to visitors. 
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EUROPE WAS WONDERFUL 
BUT IT’S NICE TO BE BACK... 


Hustling through eight countries was a great 
Right now | can tell you it was 


experience. 
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most pleasurable—l’ll let you know in 60 days 


whether or not it was profitable. 


One thing for 
sure, everyone loved our packaging. 


THEIR STORES ARE Pesan 


for robber and 
fabric repairs | 


Here's one of our 
Parisian dealers 


NOTHING LIKE YOURS 


You're way ahead of our friends overseas 
when it comes to merchandising. First of all, 
there's no such animal as a “hardware” store 
in Europe. The stock you carry is more com- 
plete than they would ever dream of carrying. 


Cordially, a 
Vw 


Sales Manager and Son-in-Law 
is the only mother-in-law approved line, 
ORDER FROM YOUR JOBBER OR WRITE 


tHE WO ODHILLEL cuemicat co, 


*‘Originators and world’s largest manufacturers of Plastic Aluminum” 


1390 East 34th Street 


10 


Cleveland 14, Ohio 
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SUNNYSIDE — Killingstaf’s 
Hardware here celebrated the 
completion of its remodeling 
job with a grand opening. New 
fixtures and relocated displays 
have made the store modern 
and attractive for customers 
Wide aisle space for easier mer- 
chandise presentation is one of 
the many features of the newly 
decorated store. 


WYOMING 

RAWLINS—H. Larson, Inc., 
recently remodeled, held _ its 
grand opening to coincide with 
the firm’s founder’s 93rd_ birth- 
| day. H. Larson was on hand to 
icelebrate both his birthday and 
‘the grand opening. Free Danish 
\cookies were served, plus many 
door prizes awarded to those 
attending the affair. New tile 
floor, lighting, fixtures and paint 
were included in the remodel- 
ing. One of the features of the 
store is a color mixing machine 
which gives customers a wide 
choice of paint colors and exact 
color matching of old paint. The 
store was founded in 1890 by H. 
Larson. Manager of the store 
is now Bob Larson, son of the 
| founder. 
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PETERS 


means 


to your customers! 


That's why it pays to 

stock, display and push the 
entire power-packed line of 
PETERS “High Velocity” 


sporting ammunition. Caen ‘ 


PACKS THE\ POWER 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 


“High Velocity” ae k of Peters Cartridge Division, = mington Arms Company, Inc. 
r Details Circle 11 on INQUIRY CAR 
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By RALPH W. CROSBY 


Chilton News Bureau, Washington, D. C. 


Gains In Homebuilding 
To Spur Hardware Sales 


The second half of 1960 will 
see a pickup in housing construc- 
tion in the West. Government 
experts say it will be enough to 
bring housing starts out of the 
doldrums of the past six months 
and may put home construction 
on last year’s level. 

For Western hardwaremen, 
the construction spurt means an 
upswing in sales of builder’s 
hardware and other items con- 
nected with the construction in- 
dustry. 

Hardware dealers should fol- 
low the home building trend in 
their areas and plan sales ac- 
cordingly. 

The things to watch for are 
the weather and the tightness 
of mortgage credit. The home 
building industry’s slow first 
half has been blamed on poor 
weather and a scarcity of credit. 
But mortgage money is now 
plentiful and the summer means 
good weather. 

The National Association of 
Home Builders and the Federal 
Housing Authority both predict 
private housing starts for the 
full year will be in the vicinity 
of 1.2 million units, much the 
same as 1959. 

Despite the expected increase, 
some congressmen are not 
pleased with the overall con- 
struction picture for the coun- 
try. 

A Western senator, Clair 
Engle, D., Calif., says the na- 
tion is failing to meet its need 
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for new housing construction by 
at least 300,000 units a year. 

. The answer probably will be 
federal subsidy in the construc- 
tion industry. 


ca a oh 


U. S. COURTS HAVE made 
some rulings of interest to busi- 
nessmen. ... The Supreme Court 
has agreed to rule on the con- 
stitutionality of Sunday “blue 
laws” in three Eastern states. 
The Supreme Court ruling will 
set the stage for uniform Sun- 
day-closing laws in all states. 

. It will affect sales patterns 
in all areas. 

A decision has been reached 
that will ease a major restric- 
tion on manufacturer’s allow- 
ances for dealer co-op advertis- 
ing.... The U. S. Court of 
Claims ruled that co-op refunds 
to merchants for advertising 
were bona fide rebates, and, 
therefore, could be deducted 
from manufacturers’ cost prices 
and provide them with an excise 
tax saving. This ruling 
should encourage manufacturers 
to provide dealers with more co- 
op ad money. 

ok * * 

WESTERN STATES are bene- 
fiting more and more from the 
Small Business Investment Act. 

. Just recently the first small 
business investment company in 
the Pacific Northwest was li- 
censed by the Small Business 


Administration. . . . The new 
licensee is in Portland, Oregon. 
In addition, two new Cali- 
fornia companies and a Colorado 
company have been licensed. 

The companies will supply 
equity capital and long - term 
loans to diversified small busi- 
nesses in their areas. 

Hardware stores in need of 
capital are using the Small Busi- 
ness Investment Act to advan- 
tage... . The SBA reports that 
during the first few months of 
the year hardware stores have 
averaged about five loans per 


month. 
aa * 


BUSINESSMEN in 
the West ... Beware of Swind- 
lers. A new version of the old 
advance fee racket is fleecing 
small businessmen out of from 
$25 to $58 million a year. This 
is the conclusion of Senate in- 
vestigators. A _ slick - tongued 
salesman takes a fee from a 
small businessman in need of a 
loan, promising to find him credit 
or investment money. The sales- 
man doesn’t produce, but the ad- 
vance fee ranging from $125 to 
$6,000 is lost. 


* * * 


DON’T LOOK for any retail 
excise tax cuts this year... . 
Some 100 bills were submitted 
to Congress to repeal the vari- 
ous excise taxes... . Not one of 
them got any action....The plan 
of the American Retail Federa- 
tion: “It is high time that seg- 
ments of retailing band together 
in the formulation of a nation- 
wide program to convince Con- 
gress of the inequities and wipe 
out discriminatory Federal retail 
sales taxes.” 


SMALL 
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CLEANING 





Get The Brush Off 


Want to get brushes off your counters and into your cus- 


tomer's hands? It's a lot easier when you carry the ones 
that are known for quality and dependability . . . Oxco’s 
Red Breast Whisk being an excellent example. 


the finest. Materials 
palmetto fibre, the filling material that’s always uniform 


Construction genuine Ox 


in quality and price. Value ... a retail price that gives 
full value to consumers, full profit to retailers 

The lady bought her whisk from the Oxco #12 Brush 
Merchandiser, a monotonously profitable occurrence in thou- 
sands of stores across the country. Our #25 Merchandiser, 
which very neatly holds twenty-five, instead of twelve brush 
styles, has an equally dependable sales record in larger 


stores. Both units have more impulse sales punch than a 
boxing kangaroo. 


Your Oxco Jobber should be along any day now, with 
detailed data on these merchandising units and other Oxco 
products. Don’t give him the brushoff. Give him an order. 


2X(GO) 


OX FIBRE BRUSH COMPANY, INC, 
lablcshed 


Frepericx &, ‘S846 maaviano 


THE LINE THAT 
MOVES 


For Details Circle 15 on INQUIRY CARD 
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PPG Appoints Green 
Western Manager 


TORRANCE, Calif.—Appointment 
of John F. Green as general manager 
of Pacific Coast Operations, Paint 
and Brush Division of Pittsburgh 
Plate Glass Company, was announced 
recently. He succeeds Herschel E. 
Post who will serve as consultant for 
the company’s Pacific Coast Opera- 
tions until his retirement becomes ef- 
fective on November 1, 1960. 

Green, formerly manager of the 
Ditzler Color Division in Detroit, 
joined Pittsburgh Plate as a clerk in 
Oakland, California in 1933. He was 
associated with the Paint Division’s 
operations at Los Angeles and Port- 
land, Oregon, and also served in su- 
pervisory positions at Milwaukee and 
Atlanta. 


Wyoming 
Hardware 
Names Rep 


Ray Clark 


CASPER, WYO.—Ray Clark has 
been appointed sales representative 
with Wyoming Hardware Company 
here. Clark will cover the west cen- 
tral portion of the state. He will 
headquarter in Riverton, Wyo. 

Clark was formerly in retail hard- 
ware and with an industrial supply 
firm. 


Payne Names Gnadt as Rep 
LA PUENTE, Calif.—The Payne 
Company here recently announced the 
appointment of Kenneth Gnadt as 
manufacturer’s representative to the 
states of Colorado and Wyoming. The 


official statement was released by 
William F. Steiner, sales manager of 
this West Coast heating and air con- 
ditioning firm. Gnadt comes to The 
Payne Company after serving as 
former branch manager of a heating 
and air conditioning firm. His experi- 
ence includes over 12 years in the in- 
dustry. 


JULY 1960 

















SAN FRANCISCO POT & KETTLE CLUB ELECTS OFFICERS 
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OUTGOING PRESIDENT James Collins, J. E. Collins Co., of the San Fran- 
cisco Pot & Kettle Club hands gavel to incoming president Thomas A. Payton, 
Cory Corp. The ceremony took placc at the Western Merchandise Mart, San 
Francisco, after election of officers June 3, 1960. Front row left from Payton 
are: Ist VP—Charles E. Poetzl, Proctor-Silex Corp.; 2nd VP—Niles Herron, 
The Cal-Dak Co. Back row: Collins; treas—Charles H. Jolliffe, Merle Smith 
& Associates; rec. secty.—Erik Lous, Erik Lous & Associates; and board 
member—Robert Huxtable, Hamilton-Cosco, Inc. Not present at time of picture 
were: cor. secty—Don B. Wagener, Wagener & Swanson Co.; and board 


member—Leon Beck, Leon Beck Co. 


Arvin Names Addcox 


PORTLAN D—James Addcox, 
13122 N. E. Hancock, here, has been 
named by Arvin Industries, Inc., Co- 
lumbus, Ind., as district sales man- 
ager for the firm’s consumer products 
division in the Pacific Northwest. 

Addcox has several years’ experi- 
ence in the electrical contracting es- 
timating and sales business in the 
Portland area. In his new position, 
he will handle sales of Arvin’s prod- 
ucts in Washington, Oregon, Utah, 
Montana, and Wyoming. 

Addcox replaces Earl White, who 
has been assigned by Arvin as pri- 
mary electric heat district sales man- 
ager in the Minneapolis area. 


MacEwen Joins Stanley in LA 

CITY OF INDUSTRY, Calif. — 
Frank H. MacEwen has been ap- 
pointed Western sales manager of 
Stanley Building Specialties, division 
of The Stanley Works. He will report 
to Howard G. Smith, manager of 
Western operations, Stanley Building 
Specialties, here. 

MacEwen comes to Stanley from the 
Capitol Products Corp. of Mechanics- 
burg, Penna., where he has been as- 
sistant sales manager for the past two 
years. Previously he was manager of 
sales engineering for F. C. Russell 
Co., Cleveland, Ohio, and a sales engi- 
neer for Thompson Products Corp., 
Cleveland. 
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PORTLAND BUILDERS HARDWARE CONFERENCE ACTIVE 
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LEFT HAND side of speakers’ table at RIGHT HAND side of speakers’ table VISITORS AND HOSTS intermingle at 





last banquet with William S. Hasswell, at banquet with George P. Merrill, ex- side of pool of Portland Sheraton, 
managing director of the NBHA at left. ecutive director of ASAHC as end man. posing for panoramic shot. 


PORTLAND—More than 300 men and their wives at- 
tended the 15th Annual Pacific Coast Builders Haraware 
Conference at the new Sheraton Hotel here, May 15-17. 

One of the principal speakers was Dr. George Cline, 
vice president and economist of F. W. Dodge Corporation, 
who was optimistic about the future of our country .. . 
especially the long-range look. He expects the country to 
double its population in the next 40 years thereby re- 
quiring us to “build a second USA.” 

Other speakers were: James W. Cawdrey, immediate 
past president of A. G. C.; C. Morrison Johnson, board 
chairman, Washington Steel Products Co., Inc., Tacoma; 


James Tice, general chairman; Francis E. Traver, pres- 


ident NBHA; William S. Hasswell, managing director, 
NBHA; Robert Rolfe, AHC; Edward B. Veihmeyer, pres- 
ident, NBHA; William S. Hasswell, managing director, 
ASAHC; J. M. Wilson, 1st V. P. and chairman chapters 
committee. 

A panel discussion was led by Edwin P. Hallock, Jr., 
Los Angeles. Panelists were: John Barrison, Los Angeles; 
Fritz Haines, Jr., Tacoma; John Bamert, New Britain, 
Conn. 

The Conference came to an end with the annual banquet 
and cabaret dance on May 17, with Ted Ogdahl, head 
football coach at Willamette University as MC. 





P & K PRESIDENT MAKES ANNUAL TOUR OF CLUBS 


ON MAY 8 the president of the Associated Pot & 
Kettle Clubs of America, C. Roderick Adams, and his wife 
left the San Francisco airport for a two-weeks’ tour of 
the Pot & Kettle Clubs. This annual tour had been pre- 
ceeded a few days previously by a bon voyage party given 
by the San Francisco Pot & Kettle Club of which Adams 
is a member. 


Their first stop was Portland where Adams gave a talk 
at the noonday lunch. The two were special guests at a 
dinner dance that evening. Their next stop was Tacoma 
where they were guests at a special luncheon (photo at 
top), at the Top of the Ocean. It was attended by Tacoma 
Pot & Kettle Club members and their wives. 


Adams’ next event was as speaker at Seattle Pot & 
Kettle Club meeting. On their last evening in Seattle, 
Mr. & Mrs. Adams were entertained at a dinner dance at 
a country club (center photo). At the head table were Mr. 
& Mrs. Adams and Clinton J. Garrod, president of Seattle 
Pot & Kettle Club and his wife. Standing back were mem- 
bers of the committee for welcoming the national presi- 
dent. 


On Saturday the couple flew from Seattle to Denver 
where they were whisked away to their hotel in their 
caravan (bottom photo). They were entertained at a 
luncheon and dinner meeting. Their next stop was 
Phoenix where the members, dressed as Indians, put head 
dresses on them and started them on a series of enter- 
tainment including a luncheon meeting and banquet. Their 
last stand was in Los Angeles where they were enter- 
tained at a dinner party following the Los Angeles Pot 
& Kettle Club’s day of golf. 
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ABOUT VALUE! 


NEW REMINGTON 


' i 


nove, BIS 


“AUTOMASTER’, 


A FEATHERWEIGHT, DEPENDABLE 
AUTOLOADING SHOTGUN ... 


FOR SHOOTERS WHO PUT 
PERFORMANCE FIRST 


AVAILABLE ONLY 
IN 12 GAUGE, 


A GRADE WITH 
PLAIN BARREL 





% Gas Operated — Light Recoil 

% Self-Adjusting “Power Piston” 

¥%& Supreme Dependability 

%& Fast, Easy Loading 

¥%& Perfect Balance — Fast Pointing 

%& Quick Change Barrels — Easy Take Down 


Remington 


om 








NEW REMINGTON MODEL 878 “AUTOMASTER” 


SELF-ADJUSTING “POWER PISTON” handles all types of standard-\ 





REDUCED RECOIL. 





SUPREME DEPENDABILITY. 





FAST, EASY LOADING. 














QUICK-CHANGE BARRELS — EASY TAKE-DOWN. 








SPECIFICATIONS—M 878A “STANDARD” GRADE AUTOLOADING SHOTGUN 


3 shot autoloading shotgun—take down, hammerless, solid 
breech. 


12 only. 


High Strength Remington Proof Steel gives maximum 
strength for modern heavy loads, including standard length 
(2%) magnums. Improved cylinder, modified, full choke. 
Lengths—26, 28, 30.inches. Plain barrels only. 


Convenient Cross Bolt Type. 


Finely finished American Walnut. 
S TOCK | 
DIMENSIONS: 14” long, 2%” drop at heel, 154” drop at comb. 
WEIGHT: About 7 Ibs. 


REMINGTON ARMS COMPANY, INC., BRIDGEPORT 2, CONN. 


Automaster’ and “Power Piston’ are Trademarks of Remington Arms Company, Inc 
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WEBER SUPPLIES EVERYTHING BUT THE STOCK 
planning -« design ¢« layout e¢ manufacturing °«_ installation 
A Weber installation must be seen to be appreciated. If you’re disenchanted with your 
present display facilities, they are probably mis-matched, uncoordinated, outdated and in- 
adequate. This is the time to have your Weber distributor show you how Weber Displayline 
Fixtures quickly, easily, and inexpensively overcome every one of those obstacles to increased 
business. It costs you nothing to learn what Displayline can do for your hardware store. 
And when you do find out, you’ll be doubly gratified to see how efficiently Weber takes 
over the entire job. When Weber hands you the key to your front door, all you'll have 
to do is stock your Displayline fixtures and listen to the merry tune of your cash register. 


Call or see the Weber representative nearest you | Dealer-Distributors wanted in several choice areas 


WEBER SHOWCASE & FIXTURE CoO., INC. 


NAT’L SALES & MFG. PLANT FACTORY SALES & SERVICE SALES & MFG. PLANT 
5700 Avalon Blvd. 1367 South Figueroa St. 1340 Monroe Ave., N. W. 
Los Angeles 11, Calif. Los Angeles 15, Calif. Grand Rapids 2, Mich. SINCE 1898 


ADams 2-4111 Richmond 8-2388 EMpire 1-7341 
For Details Circle 16 on INQUIRY CARD 
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CHILTON 
ANNOUNCES 





NOW AVAILABLE... 
MARKETING ASSISTANCE PROGRAM 


Offering manufacturers counsel in marketing 
has long been a Chilton practice. But count on 
Chilton to move ahead with the times. Today 
Chilton’s intensified activity in market research 
is a development that can help you get more 
out of your sales and advertising dollars. The 
stepped-up facilities—organized in depth and 
breadth—are identified as M-A-P, an efficient, 
penetrating Marketing Assistance Program. 


lf you are a manufacturer searching for new 
talents and tools in your marketing operations, 
Chilton can put a wealth of manpower and a 
multiplicity of facilities to work for you. All 
Chilton publications have marketing data repre- 
senting years of selling experience and research 
in their respective fields. And Chilton’s fully 


staffed Research Department is equipped to 
help you develop additional data to give even 
better direction to your marketing plans. 


Chilton’s standards of editorial excellence and 
quality-controlled circulation in 17 business 
publications are now linked with stronger and 
more complete marketing information for ad- 
vertisers. Chilton representatives will be glad 
to give you more details. 
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THREE “Rs’ IMPROVE SALES 


... Remodeling . . . Re-evaluation . . . Re-pricing 


PART OF HOUSEWARES SECTION follows giftwares in this view looking 
toward the rear. Toys are displayed at left near the back of store. Note doll 
buggies hanging from ceiling. 


a 


BIG SELECTION of giftwares greets all customers entering this store. Bulk 
of items range from medium to high ticket merchandise. This section draws 
many women customers to browse, thus stimulating traffic. 
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Claremont Hardware 
Everett, Wash. 


T’S mastery of the so-called 
“little details” that makes the 
difference in hardware merchan- 
dising technique. This, too, is 
what stamps an operator as a 
“pro” instead of just a semi-pro 
at the operation of his business. 
It’s exactly this professional 
touch that accounts for the 
sales increase of 35 to 40 per 
cent achieved by Claremont 
Hardware over the last year and 
a half. This Everett, Wash., 
hardware store was acquired in 
August, 1958, by present owner- 
operator Arthur Michelson. 

Michelson is co-owner with 
his brother Herman of Arthur’s 
Hardware in the smaller town of 
Lynnwood 15 miles away. Mr. 
and Mrs. Michelson operated 
this store together for six years. 
Now, Mr. Michelson manages 
the Lynnwood store and Mrs. 
Michelson manages Claremont 
Hardware. 

Principal changes made in op- 
eration of Claremont Hardware 
include widening of inventory 
lines and a general re-evaluation 
and re-pricing of stock. 

A few new display islands 
have been added as well as re- 
modeling of a few wall fixtures 
to make greater use of perfo- 
rated display board. 

But the main reason for the 
sales improvement, Mr. and Mrs. 
Michelson say, has been appli- 
cation of the day-to-day details 
necessary to offer customers an 
attractive assortment of mer- 
chandise. 

“We soon discovered after 
taking over this store that quite 
a few items were out of line in 
their prices,” Mr. Michelson 
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says. “Everett, a city of about 
40,000 people, has some pretty 
stiff price competition in the 
form of discount houses and su- 
permarkets. In the shopping 
center in which we’re located, in 
fact, there is a large super mar- 
ket with a respectable stock of 
hardware lines. We just can’t 
afford to get the reputation of 
being a high-priced store. All it 
takes for that is to let people 
find you’re high on a few items.” 

Reorganization of inventory 
also involved an increase of 
about 25 per cent in inventory 
investment. Departments that 
particularly benefited from the 
improvement in lines were gift 
ware, paints, tools, toys, and 
sporting goods. 

A specialty of Mrs. Michel- 
son’s is gift ware and house- 
wares. These two departments 
together account for close to 40 
per cent of total sales volume. 

Mrs. Michelson depends on 
display of the more unusual 
items and frequent rearrange- 
ment of stock, to keep her cus- 
tomers interested. 

In toys, the store now carries 
a year around stock of $3000 to 
$4000 and approximately double 
that during the Christmas sea- 
son. Formerly, the store carried 
only $100 to $200 worth of toy 
stock throughout the year. 

Claremont Hardware opens 
every day of the week at 9:30 
and closes at 8 o’clock at night. 
Busiest day of the week is Sun- 
day. The present sales volume 

(Continued on page 37) 





CLOSE UP OF WALL SECTION 
(top) in giftware department shows 
quality of decorative goods and gift- 
ware items. Many artistic wall hang- 
ers are shown on Peg Board wall sec- 
tion display unit. 


FANCY CART (center) can be placed 
in various parts of the giftware sec- 
tion to attract attention. Here it is 
located right near entrance. This sec- 
tion is followed by an_ extensive 
housewares section toward back of 
store. 


WRAPPING COUNTER (bottom) is 
right at front entrance. Many im- 
pulse items are displayed both on the 
counter and in wire containers or 
special display racks in front of coun- 
ter along with point-of-sale material. 
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More Dollar Inventory... More Turns 


Bulky Items Replaced by Smaller, 

Higher Priced Goods with Greater 

Sales Appeal .. . Revamped Gondolas 
Increased Amount of Merchandise Displayed 


a ol ll 
ABOVE TYPE OF GONDOLA with solid center occupied 45 square feet of 
floor space. Four of them made store area seem crowded. New gondolas, 
below, take 18 square feet of space and are only 21 square inches less in dis- 


play area. Six of these replaced the four larger models and provide more 
elbow room than before. 


Houghton Park Hardware 
Long Beach, California 


HEN a new hardware owner 

does 10 per cent more vol- 
ume in six days than in seven, 
it takes some looking into. 

“Looking into” is exactly 
what James F. Taylor did when 
he purchased Houghton Park 
Hardware in Long Beach, Calif., 
about a year ago. 

Under at least four previous 
owners in 14 years, the store 
had provided only a small fam- 
ily income. 

Hoping to change the picture, 
Taylor began his new-look plan 
almost the day he signed the 
sale contract. 

Houghton Park Hardware is 
a small store (28 feet by 56 
feet) on a busy main thorough- 
fare. Foot traffic is at a mini- 
mum, though the business caters 
to a fairly large neighborhood 
of home owners who do much 
of their own repair and mainte- 
nance work. 

Four oversize_ gondolas 
crowded the store while stand- 
up displays interrupted the eye 
wherever one might look. 

TAYLOR’S FIRST MOVE 
was to take the cash register 
from the rear of the building 
to the center and place it on 
a horseshoe table. This not 
only saved unnecessary walking, 
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but served to give better visual 
control of the premises. 

With the cash register moved, 
Taylor sought means of keeping 
it busy. While talking to a vis- 
itor, he pointed to a wall of 
shelves occupied exclusively by 
housewares and gift items. 

“See that wall?” Taylor asked. 
“It’s carrying about $350 worth 
of merchandise at retail and 
moves little more than once a 
year. That space is capable of 
holding $1200 worth of tools 
that will turn over about 314 
times in the same period.” 

The new owner marked down 
most of the inventory, replac- 
ing it with a line of quality hand 
tools for his “do-it-yourself” 
customers. 

“DO-IT-YOURSELF” IS A 
KEY to Taylor’s success. His 
business background includes 
hardware sales at the retail 
level, as well as enterprises in 
other fields. Mainly, though, his 
experience in doing much of 
his own home repair and cabinet 
work has been his greatest asset. 

“I can’t afford to have a dis- 
satisfied customer, whether it’s 
his own fault or mine. That’s 


why I try to help him lay out 
his jobs and answer his ques- 
tions,” Taylor explains. 

The wall that formerly held 
slow-moving, bulky items now 
carries a varied assortment of 


hand and power tools. Small, 
higher-priced merchandise is at- 
tractively encased on _ shelves 
fronted by sliding glass doors. 
This not only sets it off, but its 
nearness to the cash register is 
a good source of impulse sales. 
A bonus has been a marked drop 
in pilferage losses—previously a 
significant item. 

The gondolas measured 9x5 
feet, tiered for display, with 
storage space below. Taylor 
found the storage space “dead 
space,” with stock placed only 
near the front—the rest useless. 

Using much of the material 
from the old gondolas, Taylor 
rebuilt them into attractively 
designed 3x6-foot versions. Sur- 
prisingly, the new type has only 
21 square inches less display 
area. The saving in space will 
permit a total of six gondolas 
with handy storage underneath, 


JULY 1960 


giving shoppers ample elbow 
room for browsing. 

The owner operates the store 
himself, with the help of his 
wife on Saturdays. He closes 
Sundays, despite the fact that 
it is normally a busy day for 
week-end carpenters. 

Over the last half of 1959, 
Taylor averaged 10 per cent 
more business during six-day 
weeks than was done in the 
1958 period with a seven-day 
schedule. 

Much of this added profit has 


gone into the work of refurbish- 
ing the sales area, but now that 
the heavier tasks have been com- 
pleted, the owner will devote 
more time to inventory. 

He is presently adding a line 
of quality portable power tools 
for the ‘do-it-yourselfers” that 
are his mainstay. 

“T can’t play in the same 
league as the big operators on 
discount prices and volume,” 
Taylor says, “but they can’t play 
in mine on individual customer 
service.” 


HOUSEWARES, above, were slow-moving for this neighborhood store. Owner 
replaced most of stock with small hand tools, below, which moved faster with 
more profit for him. Sliding glass doors are used on Peg Board wall section 
for an attractive display and less pilferage. Being near cash register has 


increased impulse sales. 


—=— 
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EXTERIOR of Cochran Hardware is also changed during modernization and was supple- 


mented with a new name, “Coast-To-Coast Stores.” 


NO STORE CAN STAND STILL 


For An Outlet To Remain in a Healthy Competitive 
Condition, ONE Improvement After Another Is 
Necessary, Believes Washington Dealer 


~ 


HOUSEWARES ARE UP FRONT on right-hand side of store, where they 
attract the attention of the female trade. Chinaware and glassware are on 
gondolas and wall sections facing each other. Area above the cornite.is used 
for special tables, stools and step stools. Paint department is at rear of store. 
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Cochran Hardware 
Renton, Washington 


HERE is no standing still in 

the retail hardware business. 
Not, at least, for the dealer who 
wants to keep his business in 
a healthy competitive condition. 
So believes Tom Cochran of 
Renton, Wash., who recently re- 
modeled his Cochran Hardware. 

The latest remodeling is only 
the most recent of a series of 
improvements that have taken 
place since the store was estab- 
lished several decades ago. At 
the time of the most recent re- 
modeling, the store also became 
an affiliated Coast - To - Coast 
store. 

The grand opening after re- 
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modeling was held in April 1959. 
The Coast - To - Coast organiza- 
tion gave them great assistance 
in manpower, merchandising 
and new methods. Huge crowds 
of customers were in attendance 
each day of the three-day Grand 
Opening Sale. 

UP - TO-DATE REMODEL- 
ING and the new affiliation has 
resulted in a sales increase of 
approximately 20 per cent. 
Much of this was due to adding 
an automotive department. “We 
now carry $15,000 worth of 
automotive merchandise,” said 
Cochran. “This includes mainly 
tires, batteries, and accessories 
bought by car owners. We do 
not carry full lines of automo- 
tive parts for the mechanical 
trades. 

“Even though my employees 
and I had no previous experi- 
ence selling this merchandise, 
we have had no difficulty serv- 
ing our automotive customers.” 

Automotive sales now account 
for approximately 15 per cent 
of total store volume, the owner 
says. With their better than 
average 40 per cent gross profit 
margin, automotive items have 
made a substantial new addition 
to the firm’s gross business. 
From their location at the rear 
of the store, they also draw foot 
traffic past other displays. 


FINAL INSTRUCTIONS are being 
given by O. N. (Oats) Cochran to his 
son Tom along with the deed to the 
business. O. N. Cochran retired on 
his 70th birthday. 
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PAINT DEPARTMENT AND GARDEN SUPPLIES are at rear of store 
near side door. Specialty goods such as tray tables, fireplace equipment, etc., 


are displayed on mezzanine floor. 
utility display. 


THE CHANGES MADE A 
YEAR ago involved a complete 
change of display fixtures. The 
new islands make more efficient 
use of available floor space by 
construction which makes shelf 
edges nearly vertical in line. 
Merchandise is placed within 
easier reach of customers, en- 


Space heaters are near side door an 


couraging closer inspection by 
them. Space between shelves is 
open all the day through and 
design utilizes shelf space bet- 
ter. On wall fixtures, more ex- 


tensive use has been made of 
perforated display board. 
Because of greater display ca- 
pacity provided by the new fix- 
tures, the store increased its 


THE HAND TOOL DISPLAY starts at front of store and runs about half 
way down side of left wall section. Sporting goods picks up from there and 
runs to the end of the left wall section. There are four shelves for smaller 
items and a Peg Board wall to hold larger hand tools. Wheel goods are 


displayed above cornice. 
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Inventory on the sales floor at 
the same time. Although mer- 
chandise takes up no more floor 
space than formerly, the amount 
has been increased by about 30 
per cent, the owner says. This 
has made possible some widen- 
ing of lines as well as easier 
handling of inventory. 

The store is situated in a cor- 
ner location one block north of 
the main shopping street of 
Renton, Wash., a city of about 
17,000 in population. Windows 


across the 50-foot wide front 
of the building are of the back- 
less variety. Along the side 
facing the intersecting street, 
wall fixtures were installed be- 
hind the windows. This gives 
added space for window displays 
here as well as giving approxi- 
mately 50 lineal feet of addi- 
tional wall shelving inside the 
store. 

The firm has a branch outlet 
which was set up to handle mer- 
chandise of primary interest to 


3. 


POWER TOOLS are displayed by front window next to hand tools, which 
are displayed on wall section. Window has a partial back to separate window 


display from floor display of tools. 


CENTER OF STORE from front towards back. Gondola at right carries 
display of toys. At right is specially designed gondola for portable electric 


tools. 
mezzanine at left. 
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Wrapping counter is next to this gondola. 


Office can be seen on 


men. This includes such non- 
glamorous items as plumbing 
pipe, many electrical supplies, 
sheet metal goods, paints, etc. 
A number of customers of this 
outlet are contractors. 

Both stores carry paint and 
a few other similar merchan- 
dise. However, the main store 
carries paint in which women 
will be primarily interested. 
The other store carries varieties 
such as outside paints that are 
normally purchased by men. 

AT THE MAIN STORE, 
there are two main entrances: 
the front entrance and the 
smaller doorway giving access 
near the rear of the store from 
the side street. People who park 
in the store’s lot at the rear al- 
ways use this side entrance. 

Cochran Hardware spends 
most of its advertising budget 
on Coast-To-Coast circulars for 
direct distribution to homes. 
Having seven of these available 
throughout the year gives a sus- 
tained promotional drive, Coch- 
ran believes. He takes 8000 of 
these circulars each time and 
has found them to be effective. 

THE STORE WAS FOUND- 
ED on April 1, 1925, by O. M. 
Cochran. 

He was born in_ Holland, 
Mich., March 7, 1889. In 1901 
he went to Windham Bay, 
Alaska, as a roustabout boy in 
a gold mining camp until 1903. 
One of his minor jobs was each 
Thursday to drop a stick of 
dynamite in the river. This pro- 
vided all the fish needed for 
Friday. In 1953 he took his son 
and grandson up to the same 
place by airplane and fished the 
same streams. This time with 
a rod. 

He spent many years working 
as a sign painter. His first store 
was a paint store, wall paper 
and glass. Eventually it became 
Cochran Paint & Hardware. In 
1937 his son Tom entered the 
business. 

In 1944 while on a deer hunt- 
ing trip in the Methow River 
country, O. M. Cochran returned 
to camp after a long hard day’s 
hunt. On the door flap of the 
tent was a note from the sheriff. 
It said, ‘““Your store has burned 
down; get in touch with your 
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IN ACTION is Tom Cochran who 
always keeps busy during store hours 
and sometimes after. He is inspect- 
ing the quality of merchandise and 
re-arranging merchandise on shelves. 


son at once.” He was no longer 
tired and he hightailed it for 
home at once. 

After he surveyed the mess, a 
big sign went up saying, “Yes, 
We Had A Fire, But Watch Us 
Come Back Bigger and Better 
Than Ever.” It took about 30 
days to revamp and open for 
business. Prior to his reopening 
after the fire, Cochran bought 
a huge quantity of giftware in 
the east and added that to the 
remnants of that fire and put 
on a real sale. This resulted in 
the best month they had had up 
to that time. 

Business went along better 
than usual and in 1947 they 
built the present store. In 1958 
they did a volume of over $200,- 
000 which was quite a compari- 
son to the $7,500 they did in the 
middle ’20s. 

In 1959 another change was 
made. Tom J. Cochran, son, 
purchased his father’s interest 
and became sole owner and op- 
erator of Cochran Hardware 
Company. His father will fol- 
low his life-long desires of fly 
fishing and big game hunting 
and travel. His wife is also an 
ardent angler and a lover of 
the big outdoors. 

He looks back with a great 
deal of pride on his 35 years 
as a businessman in Renton. 
During that time he also found 
time to serve seven years as a 
Councilman and four years as 
Mayor. He also served four 
years on the local Waterway 
Commission and five and a half 
years on the Draft Board. 


JULY 1960 


Sign Gets 
Double Use 


... Outdoor Electric Hard- 
ware Sign is Converted to 
Include Homeware at Cost 


A&A 
Hardware 


ILLIAM G. AUSTIN, owner 

of A & A Hardware, Pacific 
Beach, California, has long been 
aware of the sales potential of 
housewares in hardware stores. 
“With women controlling so 
much of the U. S. dollar,” he in- 
sists, “it is only reasonable to 
assume that merchandise in 
which she has considerable in- 
terest will move fast.” 

Working on this assumption, 
Austin has kept his store filled 
with outstanding houseware dis- 
plays. He uses pictures above 
tables for easy identification of 
the merchandise being displayed. 
“This makes it easier for the 
customer to discover what she 
is looking for,’ Austin explains. 

Finding interior houseware 
promotion profitable, he began 
searching for a way to dramati- 
cally advertise housewares on 
the outside. “Naturally, this 
meant a sign,” Austin says. 
“But, I was looking for some- 
thing big and dramatic — like 
my vertical hardware sign over 
the front of the building. But, 
that sign had cost around $600 
and naturally I wanted to ap- 
proach the matter as economi- 
cally as possible without cutting 
effectiveness. 

“One day a solution came to 
mind. If I used the word home- 
ware instead of houseware, I 
could have neon letters O, M, and 
E placed over the existing let- 


A Di 


UF 





NOP=o 


DOUBLE-DUTY SIGN is mounted 
above A & A store. Sign had the word 
“hardware” before. By adding letters 
O, M, E over the letters A, R, D, 
neon sign is converted to a flashing 
double sign telling customers hard- 
ware and homeware is carried. 


ters A, R, and D on the HARD- 
WARE sign. Then circuits could 
be set up so that the sign would 
flash the words hardware and 
homeware alternately. Maxi- 
mum advertising would thus be 
gained with a minimum of ex- 
pense.” 

Austin’s idea worked out won- 
derfully well. There is no ques- 
tion in the mind of customers 
and passersby that A & A Hard- 
ware is also A & A Homeware, 
a place to buy most of the mate- 
rials needed in running their 
homes efficiently. 

Since nearly all hardware 
dealers have neon signs saying 
HARDWARE, it would be a 
relatively inexpensive procedure 
to have them converted to serve 
the dual purpose of promoting 
both hardware and houseware 
merchandise. “Judging from the 
very good results I’ve getten 
from the hardware-houseware 
sign, I believe it would pay other 
dealers to look into the possibil- 
ity of using the idea or a vuaria- 
tion,” Austin suggests, and 
adds: “I can’t think of any idea 
offhand that would give so 
much value at so little cost and 
yet require so little changing!” 
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More Store in Less Sales Area 


Remodeling Reduced Sales Area... New Gondolas 


Byde’s Hardware 
Fresno, California 


BYDE’S DOWN TOWN STORE received a face lifting 
recently which now puts it in the same class as their 
other stores in the outlying districts of Fresno. Store 


front above windows is plastered in matching light neutral 
shade. 


oe 


AS ATTRACTIVE AS FRONT ENTRANCE is the entrance from the parking 
lot at the rear of store. Since parking has become a necessity, alleyways are 
now beautifully dressed up. Big shadow box at second floor level attracts 
attention from quite a distance. Small shadow boxes on lower floor vie with 
display of large size garden equipment. 
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and Wall Fixtures Display Same Amount of Stock 
- .. Rear Entrance Made into Second Store Front 


ORE store in less space fairly 

well sums up the results of 
a major remodeling completed 
in April in Byde’s downtown 
main store. Byde’s is a four- 
store Fresno, Calif., hardware 
chain. 

A double store on a 50-foot 
frontage with a total area of 
over 6000 square feet including 
a basement was reduced to 38x 
110 feet and no basement. Ap- 
proximately 3200 square feet is 
selling area in the present store. 
The remainder is office and 
stockroom space. Old brown 
woodwork was replaced with 
wallboard and Peg Board. The 
latter was used extensively in a 
variety of wall displays. The 
entire store was brightened with 
a new paint job in light pastel 
colors with an asphalt tile floor 
in a light neutral color. Wall 
shelving in the hardware depart- 
ment, which formerly extended 
from floor to ceiling, was re- 
moved along with rolling lad- 
ders mounted on the wall used to 
reach the shelving. 

New fixtures include super- 
market-type wall shelving and 
low gondolas (414 to 5 feet high) 
arranged along wide aisles 
throughout the store. Peg Board 
accessory hooks and shelving are 
used in Peg Board walls, accord- 
ing to merchandise displayed. 
Mirrors along half the sidewall 
near the front of the store in 
the giftware department set off 
the merchandise and also make 
the store appear larger and more 
spacious. 

Merchandising approach of 
the new remodeled quarters is 
greater breadth in stock with 
depth maintained in reserve 
stocks in a warehouse about a 
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block away, and fast-moving 
items in the stockroom in the 
rear of the store. 

Making a second front by re- 
modeling the rear entrance to 
the store serves the dual purpose 
of drawing additional store traf- 
fic and evening out the traffic 
pattern to all departments. A 
large Byde’s sign and displays 
on this frontage attract foot 
traffic from a large municipal 
parking lot directly across the 
alley from the store. 

The semi-self service features 
of the new store have cut oper- 
ating costs, as five clerks can 
serve where 8 or 10 persons were 
employed before. A hardware 
checkout is located near the 
front of the store and another 
checkout and wrapping desk 
near the rear. Valuable small 
items and impulse items are kept 
in and on cases near the check- 
stands. 

Increased turnover was noted 
in most all departments in first 
few weeks of operation. Gen- 
eral manager Norman P. Byde 
was especially enthusiastic about 
sales of power mowers and edg- 


ers. He mentioned particularly 
the sale of five power edgers 
within an hour or two after 


qQ 


opening the store on a Saturday 
morning. He indicated the sale 
of these items had gone well 
this season. 


(TOP) 

FANCY GIFTWARES AND DECO 
RATIVE GOODS are characteristic 
of Byde’s several stores in Fresno. 
Deluxe wall clocks, candelabras and 
wall plates are displayed on Peg 
Board’s wall section. 


(CENTER) 

CORRIDOR SPACE is not wasted. 
This connects main store with rear 
entrance, It is an excellent place to 
display long handled garden tools, 
packages of seed, and large packages 
of briquets, fertilizer, etc. Door at 
right beyond seed rack leads to stock- 
room, 


(BOTTOM) 

LARGE QUANTITY OF TOOLS are 
displayed on wall section by utilizing 
big hooks in Peg Board. Smaller tools 
are displayed on four shelves. 
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EXTERIOR VIEW SHOWS LONG BUILDING EXPANSE BROKEN UP BY COLORED PANELS 


Home Improvement Supermarket 


... Offers Home Owners Everything from Nails 
to a Complete House and Supplies and Tools 
for all Remodeling and 


Build'n Save 
Lakewood, Calif. 


HE new Build’n Save Company, Lakewood, 

Calif., is a gigantic retail center for all types 
of home improvement supplies. 

Although the building is made of corrugated 
metal used in warehouse structures, it has an at- 
tractive appearance because it is painted in two- 
color stripes as can bé noted in photo of exterior. 
There is plenty of parking space adjacent to the 


ALL DEPARTMENTS are well identified with large signs, 
and sections are identified by big, round numbers. Most 
gondolas are made up of three units and are all designed 
to fit the particular merchandise on display. The center 
section is devuted mostly to mass display of merchandise 
right on the floor or skids. 
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for All Additions, Remodeling and Repairs 


building. 

The huge building contains 30,000 square feet 
of display area under one roof. It also has a com- 
plete drive-in lumber yard. 

It indeed looks like a super market for hard 
goods ... at least those items that can be used 
in or around the home. All types of building sup- 
ply items are stocked as well as many built-in 


SMALL HAND TOOLS are carried in wire bins on gon- 
dola. Each bin can hold a lot of tools. Gondola and wall 
section behind tools are devoted to stains, paint and sun- 
dries. At left is sign calling attention to pool chemicals. 
Supplies for swimming pools is developing into good 
steady business in this area. 
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types of equipment. There are decorator supplies, 
lighting fixtures, plumbing fixtures, power tools 
and many do-it-yourself type of merchandise and 
tools. 

A unique department is the “Catalog Club.” 
Here the home owner can buy many things not 
displayed such as furniture, drapes, carpets, etc. 
It is being promoted as the “New way to buy for 
less.” 

The firm also offers counseling service for those 
do-it-yourselfers who need instructions and sug- 
gestions. 

The fixtures used throughout are Displayline 
made by Weber Showcase & Fixture Co., Inc. 
The gondolas have been set up in a varied num- 
ber of combinations to fit the different types of 
merchandise. The wall fixtures are unusual in 
that only sheets of perforated board are used for 
hanging tools, merchandise and small shelves. 
There are no cornices or bases to the sections. 


MISCELLANEOUS HARDWARE is displayed in wire 
bins. End is used to display angles. Table legs are given 
a boost with large sign. Shopper’s cart is loaded with do- 
it-yourself items. 


STOOLS FOR CATALOG LOOKERS who are trying to 
select furniture, rugs and drapes are placed by special 
counter. Paint department is located in about the middle 
of the store. 
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WIDE AISLES allow plenty of room for shopping carts- 
Mass display of American nails can be seen in foreground. 
Floor tile and supplies fill up gondola across from it. 
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POWER TOOL SECTION has ample room to show off 
the equipment. Portable electric units are shown on 
shelves on wall display. Note how manufacturers display 
unit fits against end of gondola. 


CARTONS OF PAINT are displayed on bottom shelf of 
gondola with one row of cans displayed above them. Spray 
guns, roller sets and small cans of paint are on top. Note 
indoor plants at right. 
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NEW HOME AND GARDEN CENTER 


All Home and Garden Supplies are Car- 
ried along with Trend Items—Swimming 
Pool Supplies and Skin Diving Equipment 


Evergreen Garden Center 
Costa Mesa 


| 
DEPARTMENT IDENTIFICATION SIGNS are large and 
attractive, such as the one placed on brick wall above 
tool wall section display. 


PAINT CORNER has ample room for customers to move 
about and look at sundries as well as color chips and 
paint cans. 
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NYTHING the home owner wants for the in- 

side of the home, outside and for general 

recreational purposes he can get at Evergreen 
Garden Center. 

Most of the items are shown inside in 7,270 
square feet of selling area. The outside display 
area is much larger. 

The firm is owned by five persons . . . Charles 
Davis, James Martin, Garth Bischoff, Robert 
Curry and E. V. Fritz. 

The fixtures used throughout the store were 
Displayline equipment made by the Weber Show- 
case & Fixture Co., Inc. 


PHS, Biwi oie 
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LARGE AREA is devoted to outdoor equipment and sup- 
plies. Behind barbecues is the barbecue supply gondola 
with a large selection of items. In back of this unit and 
to one side is a gondola devoted to swimming pool equip- 
ment and supplies, a good business in Southern Calif. The 
gondola behind this one is devoted to skin diving supplies 
which are also a big seller in this area. 


CABINET HARDWARE, padlocks and shelving hardware 
are displayed from perforated board on wall section. Elec- 
trical supplies, which are promoted by a wall sign are 
actually displayed on gondola in front of wall section. 
Binned items are priced on edge of shelf. Door at corner 
leads to patio area. 
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“EXAMPLE” LAWNS 
HELP SELL FERTILIZER 


Patterson Hardware Company 
Denver, Colorado 


UILDING a huge mass display of lawn ferti- 

lizers, just inside the store entrance, and using 
a series of “example lawns” in the area to con- 
vince prospects has nearly doubled fertilizer sales 
in the space of two years for Patterson Hardware 
Company, Denver, Colorado. 

C. A. Patterson, owner, believes that the aver- 
age homeowner is thoroughly confused on the 
subject of fertilizers, is far from convinced that 
they will do the job promised, and highly discour- 
aged over annual lawn problems. Consequently, 
he has put far more effort into fertilizer merchan- 
dising than is usually the case. 

Step number one has been to use a mass display 
of three top nationally-advertised, full markup 
brands. This is combined with a display of power 
lawnmowers, seed spreaders, lawn tools, etc. All 
traffic coming into the store for any purpose must 
pass around the mass display. It is reasonable to 
assume that each will be at least momentarily 
“fertilizer conscious.” Salespeople throughout the 
store also call attention to it, and ask “Can we 
help you with your lawn problems this year?” 

The real clincher in boosting sales in this cate- 
gory, however, has been a personal follow-up on 
lawn customers living within a short distance of 
the Denver shopping center hardware store. Early 
in the season, each year, there are bound to be 
numerous fertilizer buyers who complain of bare 
patches, brown areas, infiltration of crabgrass 
and weeds, who can easily pay “double dividends’”’ 
for the Denver hardware store. People who are 
combatting the same sort of problems which will 
be mentioned by later customers are always glad 
when a Patterson employee points out that the 
same fertilizer being offered by the store is being 
used on a lawn within a close enough area that 
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MASS FERTILIZER DISPLAY includes three nationally 
advertised brands. This is backed up by all sales people 
calling attention to the stack by asking “Can we help you 
with your lawn problems this year?” 


the prospect can drive by, and “check its prog- 
ress.”” Undoubtedly, many homeowners, who have 
been invited to do just that, have continuously 
visited a recommended lawn, time and time again, 
to see for themselves that the Patterson-recom- 
mended fertilizer does, indeed, bring up an im- 
pressive, bright green lawn. They ultimately put 
in their own order. Spending extra time with each 
fertilizer customer, in this way, has developed 
enough “test lawns” to determine whether the fer- 
tilizer will do the job in a variety of different soils. 
Usually, results are good enough that merely 
watching a lawn grow for a period of a few weeks 
is enough to convince a doubter. 

Patterson, himself, of course, is careful to see 
all of the lawns as regularly as possible, on the 
way to and from the store. He knows which should 
be recommended to his own fertilizer prospects. 
In addition to this program, he regularly experi- 
ments at home with each type of fertilizer, plant 
food, etc., which is added to the store’s inventory, 
and has the sort of practical know-how and experi- 
ence which is most impressive to his customers. 

A pleasant outcome from listing several nearby 
homes using the store’s fertilizer has been a steady 
increase in the sale of the same sort of accessories 
which have turned out particularly impressive 
lawns. Included are spreaders, rakes, hose, spades, 
lawn rollers, underground sprinkler systems, max- 
imum-area detachable sprinklers, clippers, lawn- 
mowers, and the like. “One successfully fertilized 
lawn, which began with the same problems which 
beset our usual customer, is the most effective 
selling asset of all,” it was emphasized. 
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ONE APPLIANCE SOLD EACH DAY 


Newspaper Ads, Direct Mail and Pre- 
miums Used Consistently Help Keep Up 
Daily Record for Average Sized Hard- 
ware Store 


Bartols Hardware 
Encinitas, Calif. 


A SALES PITCH by phone is made by Bartol in his phone 
campaign. He tries to get customer to agree to come in 
for a dryer demonstration. 


“SOLD” CARDS attached to floor models impress pros- 
pects. It’s the old philosophy that people like to buy where 
other people buy. 


EFORE Walter Bartol, owner of Bartol’s Hard- 
ware, Encinitas, Calif., remodeled his store and 
promoted during a two-week open house period, he 
was making only periodic sales of major house- 
hold appliances such as washing machines, dryers, 
and refrigerators. During this intense promoting 
time, however, 15 major appliances were sold in 
12 selling days! 

“Tt occurred to me after the open house period 
that it would be foolish for me to stop promoting 
as heavily if sales could be kept as high or even 
almost as high. So, I decided to continue with 
some of the promoting that I had used. This has 
enabled me to sell consistently, a major appliance 
a day on an average,” Bartol said. 

Bartol’s promoting is not the expensive kind. 
He advertises weekly in a small weekly paper in 
which he can afford from quarter-page to full- 
page ads. In addition he regularly runs classified 
ads on individual appliances. “I can point out 
plenty of sales,” he said, “which have resulted 
from nothing more than an inexpensive classi- 
fied.” 

During the open house, Bartol had sent out 
5,500 mailers. The coupon in the mailers was for 
a prize drawing for a dishwasher. Children would 
receive a free bank if they came accompanied by 
an adult, the coupon advised. Eligibility was 
based on customers’ signing coupon, giving ad- 
dress and phone number, and answering the ques- 
tion: “Do you have a Bartol’s account?” Coupons 
had to be deposited in a box in the appliance 
department. 

“From these coupons we obtained a huge pros- 
pect file which we are still following up by tele- 
phone and mail,” Bartol explained. “Numerous 
sales have resulted because of persistent personal 
effort to create a need in the prospect for newer, 
improved appliances. In all our sales approaches, 
newspaper advertisement, telephone call, or letter, 
we stress the labor-saving, convenient, aspects of 
current models. We bring attention to the things 
the newer appliances do that older ones, which 
customers own, will not.” 

Here, for example, is part of a refrigerator ad: 
“Keeps all food fresh longer! Uniform cold even 
keeps milk fresh in the door. Holds more and 
saves shopping trips too! Big family size 101-lb. 
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“TALK TILL IT IS SOLD” is sales philosophy of Walter 
Bartol who is describing this new refrigerator’s features. 
He never forces a sale but talks about the product as long 
as the customer will listen. “Too many sales people, I be- 
lieve,” says Bartol, “stop talking too soon. Everyone has 
a built-in resistance to spending at first. But if they hear 
enough good points about a product they will end up buy- 
ing.” It took a half hour to sell lady at right. 


separate food freezer sharp freezes foods at 5 to 
10 degrees below zero.” 

Bartol keeps his major appliances “live,” that 
is, plugged into current, ready for instantaneous 
demonstration. ‘We even suggest that customers 
bring in their dirty clothes and try out our wash- 
ers and dryers themselves. It is surprising how 
many take us up on this and how many sales are 
made as a result.’”’ Bartol tries to keep food in at 
least one freezer-refrigerator unit. 


THIS LAUNDRY UNIT DISPLAY is more than a display. 
It is set up to demonstrate complete washing and drying 
jobs. Water heater in corner supplies hot water. Customers 
bring in dirty clothes to be used in demonstrations. Towels 
on washer belong to customer who purchased machine. 


Bartol admits that a major appliance a day 
might not seem like much to appliance stores or 
the appliance departments of large department 
stores. “But,” he insists, “it certainly brings in a 
big extra dose of profits to hardware stores such 
as ours, that is, of average size and in average size 
towns. It proves that major home appliances have 
a definite place in hardware stores. The way I see 
it, if a dealer is willing to promote along the lines 
mentioned, an appliance department can become 
the backbone of his business at very little expense 


and with only a nominal expenditure of time.” 





Three "R's" con't from page 23 


requires five full-time employees 
and three part-time people. 

The only change made in the 
general store lay-out was mov- 
ing the front store entrance 
from the north front corner to 
the middle of the 60-foot-wide 
sales area. Now, traffic circu- 
lates to all parts, where it for- 
merly favored the side on which 
the entrance was located. 

Overall dimensions of the 
store give it 6000 square feet of 
floor space, about 5000 of this 
being in sales area. 

Gross profit margin is approx- 
imately the same as formerly 
despite the selective price re- 
ductions. This is due in part to 
advantages in buying which the 
owners realize from a two-store 
operation. 

“Two stores, further, have the 
stabilizing effect of permitting 
us to trade stock between the 
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two outlets. Often, if we are out 
of an item in one store, we can 
bring it in from the other. Like- 
wise, an item that does not sell 
in one location may sell readily 
in the other store.” 

The owners notice one par- 
ticular difference in operation of 
the two stores: the Lynnwood 
store requires more customer 
services of its employees. 

“In Everett, there is less new 
home construction at this time 
than in Lynnwood. Also, the 
kind of competition may have 
something to do with it. At any 
rate, employees at the Lynn- 
wood store have a lot more pipe 
cutting and other services to 
perform. They are noticeably 
busier on a day when they will 
end up with the same sales vol- 
ume that we realize at Clare- 
mont Hardware,” the manager 
explains. 


WELLS AND WADE INSTALL 
NEW PARKING ELEVATOR 


PARKING lot operated by a 

railroad spur track has been 
made more practical and safe by 
putting a short tunnel under the 
track to the Wells and Wade 
Hardware in Wenatchee, Wash- 
ington. 

The off-street parking lot has 
a capacity of 24 vehicles and is 
restricted to wholesale, retail 
and commercial customers’ cars 
and pickup trucks. After park- 
ing, the customers enter the tun- 
nel which leads to a special ele- 
vator which takes them to the 
main floor. 

In about six months the firm 
will cover the parking lot with 
a new warehouse which wil’ 
then protect the parking are 
from the elements. 
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New Wholesaler Starts 
With Self-Service Plan 


..- Opened in Denver by Old-Time Whole- 
sale Hardware Men... Quality Hardware 
Company's Well-Lighted Warehouse is De- 
signed for "Dealer Shoppers" Using Hand 
Trucks to Pick Up Items for their Own 
Inventory. 


Quality Hardware Company 
Denver, Colorado 


Retail hardware dealers in the Denver area can shop 
self-service on the wholesale level. This new approach to 
hardware whoiesaling is being featured by Quality Hard- 
ware Company, Denver, Colorado. 

This new firm held its formal opening June 1. It is 
headed by Harold H. Kueker, president, and Earl Keil- 
witz, vice president, both of whom had 23-years of ex- 
perience with Hassco, hardware wholesalers, also in 
Denver. 

Melvin Johnson, treasurer, was formerly a successful 
residential building contractor in Wyoming, with many 
thousands of homes behind him. He will specialize in the 
builder’s hardware aspects. All three will be active in 
everyday service to the retail hardware market. 

Nearly a quarter of a century in hardware wholesaling 
had convinced Kueker that self-service which has been 
so uniformly successful in retail stores would work just 
as well on the distributor level. It makes it possible for 
the retailer to “shop the wholesaler and take the mer- 
chandise with him” just as his own customers do. Like- 
wise, Kueker telt that the general trend of wholesalers 
to move out into the suburbs was disappointing to hard- 
ware dealers on the other side of the city. Denver has 
developed its multi-million dollar Valley Highway system 
which passes right through the lower industrial district. 
He reasoned that a centrally located plant, equi-distant 
from all stores, with plenty of parking space would be 
appreciated by the over 300 stores in Denver. Thus the 
rew Quality Hardware Company took over an established 
building, capable of doubling in size as desired, in the 
exact center of the city. 

“There have been a lot of changes in distribution in 
recent years,’ Kueker said. “Our conclusion is that the 
hign overhead, high operating costs, relatively slow 
selling and service procedures of the past are not geared 
to serve dealers economically in these competitive times. 
We reasoned further that if dealers are to survive against 
chain store and discount store competition, they must 
be able to cut their operating costs, delays and wasted 
time. What we have done is to set up a strong local 
service with the same merchandising techniques which the 
retailer likes himself.” 

The fulcrum of Quality’s expected strength is a 75 x 76 
foot room in the center of the building set up to display 
the entire inventory on a self-service basis. Towering, 
six foot-high banks of steel shelving, finished in tan, and 
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STOCK DISPLAY for self-service wholesale buyers is 
checked by conpany president Harold H. Kueker. 


with adjustable shelves make up some 20 rows. The re- 
tailer can “‘shop,” buying his inventory needs directly off 
the shelf as a housewife does in the supermart. Instead 
of a shopping buggy, however, Quality Hardware Com- 
pany furnishes its customers heavy hardwood hand trucks, 
3 x 5 feet long, which can handle hundreds of pounds of 
heavy stock easily. 

Brilliantly lighted, and with a convenient dock and a 
loop driveway exclusively for customers, the “supermar- 
ket” shows thousands of items, each code-marked with 
price, stock number, and other details. The authorized 
retail dealer is given a key card which interprets the 
codes on displayed items. He can actually bring his own 
customers in to make a selection without the usual price- 
disclosure difficulty. Markup is either standard 331/3 or 
manufacturer’s “suggested price.” 

As had been expected, the physical existence of so 
many items has brought much larger purchases from the 
average dealer. They are reminded of customer requests, 
sales possibilities, etc., and stimulated to round out their 
stocks. A 60-foot row of housewares items, for example, 
will get a lot more attention than if they were cold list- 
ings on a catalog sheet it was pointed out. 

Delivery service, of course, is available. It is expected 
to amount to only a small percentage of total sales, ac- 
cording to Kueker. “We feel that self-service will appeal 
not only to local dealers,” he emphasized, “but to store 
owners from ali over the state. They can drive in just 
as convenient!y, and take a load back with them, pre- 
ferring this immensely to the long wait which can follow 
standard cataiog ordering. Also, the merchandise they 
inspect can teach them a lot about balancing their inven- 
tories, adding new lines, and even display methods.” 

A potent appeal to the out-of-town hardware store 
owners is a luxury lounge for women, being set up in the 
right front of the building. Here will be comfortable 
couches and chairs, coffee tables, magazines, restroom, 
and provisions for small children. The dealer’s wife will 
have an ideal retreat in which to relax while her husband 
carries out the buying chores. 

Three salesmen are on the Quality staff, and will con- 
centrate on selling futures and promotions, rather than 
everyday hardware needs. Special “deals,” strong guid- 
ance on new products, and of course help with profitable 
promotions make up the salesmen’s role. 


HARDWARE WORLD 





FIRST STORE IN 61 YEARS 


Simon Hardware Co. 
Oakland, Calif. 


IMON Hardware Company announced a two- 

million dollar expansion into Walnut Creek, 
Calif. 

Simon’s 90,000 sq. ft., one-story building and 
500-car parking area will be located on a 51% acre 
lot on Main street opposite the Broadway shop- 
ping center. The new store, which will be con- 
siderably larger and more diversified than the 61- 
year-old firm’s downtown Oakland store, is sched- 
uled to be opened in November. Ground breaking 
and the start of construction occurred in April. 

A unique feature of the design will be a 300-ft.- 
long conveyor belt running the full length of the 
store between the selling floor and the warehouse 
area. Bulky and heavy purchases will be loaded 
on the conveyor from the warehouse side and will 
be carried to a customer pickup station adjoining 
the parking lot. 

The store will employ approximately 100 people. 
Although the management of the store has not yet 





TT, 


FIRST BRANCH STORE for Simon Hardware will be 
located on 5'2 acre lot in Walnut Creek, Calif. Two million 
dollar building will have 90,000 square feet and 500-car 
parking area. 


been named, company executives pointed out that, 
in line with their standard policy, the new man- 
agement will be selected as far as possible from 
among present employees. 

Executive offices of Simon Hardware will re- 
main at 800 Broadway, Oakland. 

Started in 1899 by Benjamin Simon, grand- 
father of three members of the present top man- 
agement, the Company has grown steadily until 
today it is doing more than $7-million annually in 
a variety of lines, including machinery, auto- 
motive supplies, tools, sporting goods, appliances, 
paint, electrical supplies, garden materials, heavy 
hardware, plumbing supplies, builders’ hardware, 
floor and wall covering, camping equipment, toys, 
outdoor furniture, jewelry, cameras and liquor. 





Attractive Back Door Catches Customers 


Eyerly's Hardware 
Palo Alto, Calif. 


RED §S. Eyerly of Eyerly’s Hardware, 550 

Waverly Street, Palo Alto, California, increased 
his foot traffic by 20 per cent when he modernized 
the rear entrance to his store. 

“Most of the merchants have only the usual 
rear entrance to their stores. These are not par- 
ticularly attractive,” said Fred. “I decided to take 
a chance and spend more money for a pleasing en- 
trance and it’s really paid off.” 

To the left of the entrance is a redwood planter 
and over the doorway is suspended an aluminum 
louvered awning. Two redwood rails line each 
side of the entrance. Because the store level is 
below the parking lot level Fred had to choose be- 
tween steps or a ramp. 

He chose a ramp. The job cost slightly more 
than $1,000 but the increase in business paid off 
the expenditure in the first year. 


JULY 1960 


INVITING BACK ENTRANCE to Eyerly’s Hardware has 
redwood planter and aluminum awning. 
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Serving the West for 53 Years 


HARDWARE WORLD has been the “Hometown” 
publication for Western hardware people since it 
was started in San Francisco in 1906. Each issue has 
been definitely planned to offer hardware dealers a 


reflection of the best in hardware retailing in the 


West. Its growth has paralleled the great expansion 


of the Western market. 


SERVICES OFFERED TO THE TRADE: 
1. READER SERVICE -— All New Products. Mer- 


chandising Aids and Free Literature items are 
keyed with a number so that dealers can easily 
send for further information about specific items 
by circling the corresponding number on the In- 
quiry Card. Cards can be mailed postage-free. 


. WHOLESALERS’ DIRECTORY — 1960 issue 
available. Contains 16-pages, including names of 
executives and buyers of the full-line and major 
specialty wholesalers serving the hardware field in 
the 13 Western States — Price — $2.00. Send 
Check or circle number 299 on Inquiry Card and 
you will be billed later. 


. 1961 EDITORIAL PROGRAM FOR HARD. 
WARE WORLD—This will be available in a few 
weeks. Send for your free copy. Circle number 


300 on Inquiry Card. 


Any Further Information Wanted about HARDWARE WORLD and the 
Rapidly Growing Market in the West, Write— 


HARDWARE WORLD 


CHILTON PUBLICATION 


1355 MARKET ST. SAN FRANCISCO 3, CALIF. 
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Use Inquiry Postcard for Further Information About Items on These Pages 


Plastic 


UNFOLD AND SET UP display rack 
for drop cloths, dust-covers and tarps. 
Red, white and black rack uses two 
sq. feet of space.—Plastics Div., Kop- 
pers Company, Inc. 

For Details Circle 176 on INQUIRY CARD 


IMPULSE SALES are stimulated with 
carded Bar-B-Que Chefmaster sets. 
Six grill knives or three-piece set 
with carver turner and fork. Both 
sets. have Rosewood handles. Knives 
have. stainless steel blades. Fork is 
forged chromed. Special prices for use 
as promotional items.—Regent-Shef- 
field, Ltd. 
For Details Circle 167 on INQUIRY CARD 
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LIMITED WALL SPACE is no prob- 
lem with this revolving tool merchan- 
diser. Less than four square feet of 
floor space is used. Five foot high 
display claims to hold all items essen- 
tial to average tool department. Con- 
tains 234 hand tools. Blue and yellow 
price and detail cards are included. 
Constructed of perforated board and 
sturdy wire.—Vlchek Tool Co. 
For Details Circle 178 on INQUIRY CARD 
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“MITY POP” means sales-making 
point-of-purchase merchandiser for 
you. Tested with dealers, unit met 
approval where display space is at 
premium. Display stocks and sells 
specialized cleaners. Use on wall or 
counter.—Quickee Products, Ine. 
For Details Circle 171 on INQUIRY CARD 


PRE-LOADED DISPLAY SHIPPERS 
with two-color sign. Two-gross coffee 
mugs in white, tan, pink and blue can 
be displayed on counter top or carton 
base.—Beacon Plastics Corp. 

For Details Circle 179 on INQUIRY CARD 











WINDOW AND COUNTER AP- 
PEAL with two-tone, see-thru plastic 
box. Five popular size nut drivers 
in display package. “Jewels in Tools” 
line has color-coded handles as to 
size-—Vaco Products Company 

For Details Circle 173 on INQUIRY CARD 
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WASHER HOSE PACK has clear 
plastic bag with blue and yellow trim. 
Plasti-King automatic washer hose 
has bag-stiffener for hanging on rack. 
—Cleveland Plastic & Rubber Co. 
For Details Circle 191 on INQUIRY CARD 


THREE-SECTION DISPLAY can be 
used as counter or floor unit. Re-de- 
signed for compact brush and roller 
display.—The Wooster Brush Co. 

For Details Circle 184 on INQUIRY CARD 


EIGHT-PACK Redi-Torches in special 
display carton take less than two sq. 
ft. Torches burn up to six hours and 
are disposable.—Harrison Oil Special- 
ties Co. 

For Details Circle 186 on INQUIRY CARD 
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BRIGHT STEEL WIRE holds 
Klampon member-couplings for your 
customer self-service. 15 x 20 inches 
of counter space is used. Demonstra- 
tor clamp and hose is included.— 
Franklin Metal & Rubber Co. 

For Details Circle 182 on INQUIRY CARD 


CUSTOMERS SELL THEMSELVES 
with new colorful labels on fast-sell- 
ing wood finishes. Red, yellow and 
black labels make standout display.— 
The Flecto Company 

For Details Circle 165 on INQUIRY CARD 


SELLING-CENTER display unit for 
cookware. Two units may be used 
separately or together for Revere 
Ware.—Revere Copper and Brass Inc. 
For Details Circle 189 on INQUIRY CARD 


PROVEN SALES VOLUME for your 
home gardeners. Customers display 
rack takes variety of popular garden- 
ing tools.—The Wood Shovel & Tool 
Co. 

For Details Circle 192 on INQUIRY CARD 


springs. Steel cabinet will handle 525 
assorted springs for all uses.—Select- 
A-Spring Corp. 

For Details Circle 185 on INQUIRY CARD 
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FIVE FLY CATCHERS on a card. 
Blister packed for point-of-purchase 
display. Effective fly ribbons include 
tacks for hanging.—— Aeroxon Sales 
Company 

For Details Circle 166 on INQUIRY CARD 
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DISPENSER DISPLAY for freezer 
supplies. Three different dispensers 
are available. Included in each are 
full color signs and premium offer.— 
The Kordite Corp. 

For Details Circle 156 on INQUIRY CARD 


THREE-TIER TABLE for glassware 
display has three shelves which can 
be extended from 19 to 34 inches. Cen- 
ter post has channels for posters.— 
Libbey Glass Division 

For Details Circle 159 on INQUIRY CARD 


HOME SIGNALING MERCHANDIS- 
ER has counter display of 15 low-cost 
signaling devices. Included with dis- 
play is free supply of booklets with 
easy wiring diagrams for homeowners. 
—Edwards Company, Inc. 

For Details Circle 162 on INQUIRY CARD 
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STRIKING point-of-purchase display 
has six colors stain wax on wood 
samples. Sales aid easily used on wall 
or display rack—Olympie Stained 
Products Co. 

For Details Circle 157 on INQUIRY CARU 


STAND OR HANG this merchandiser. 
Assorted wood screws in plastic pack- 
ets hang on display. Fixtures for 300- 
packets included.—National Screw & 
Mfg. Co. 

For Details Circle 160 on INQUIRY CARD 
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FLOOR. DISPLAY catches eyes of 
customers. Display is 20 in. sq. by 38 
in. high. Ferta-Mix Lazyman Gardener 
is lawn feeder, root feeder and soaker. 
Use on hose.—Northern Industries, 
Inc. 

For Details Circle 163 on INQUIRY CARD 


PLANTER-PAC is filled with 30 Dial- 
A-Spray lawn hose nozzles. Planter 
is 10 in. wide and high. Special offer 
with special price—H. B. Sherman 
Mfg. Co. 

For Details Circle 158 on INQUIRY CARD 


ATTRACTIVE SETTING for Mela- 
mine dinnerware. Ware is on logs. 
Ferns used as decoration.—The Mela- 
mine Council 

For Details Circle 161 on INQUIRY CARD 


TORCH KITS are self-displaying. Cel- 
lophane window allows product to be 
viewed. Propane torch kit is packed 
in four-color box.—Otto Bernz Co., 
Inc. 

For Details Circle 164 on INQUIRY CARD 
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REPAIR CENTER is revolving ceoun- 
ter display for household repair kits. 
Nine inch diameter holds six pack- 
ages each of Plastic Steel, Aluminum, 
Rubber and Epoxy Super Glue. — 
Devcon Corporation 

For Details Circle 141 on INQUIRY CARD 





MAKE YOUR... 

POWER MOWER 

RUN LIKE NEW 
O 


POWER MOWER CENTER has 
mower owner essentials. Metal mer- 
chandiser features carburetor cleaner, 
Power Mower Oil and spark plugs.— 
Gumout Div. Pennsylvania Refining 
Co. 

For Details Circle 144 on INQUIRY CARD 


PLAN-A-KIT for kitchens. Low-cost 
kit is packed in simulated leather car- 
rying case. Kit provides floor plans, 
appliances and other items in scale 
model. Dealers can build new kitchens 
for customers.—Youngstown Kitchens 
Div. 
For Details Circle 147 on INQUIRY CARD 


ss 


RACK DISPLAY of decorator wall 
plates. Four-color sign on top exhibits 
mounted sample. — General Electric 
Company 

For Details Circle 142 on INQUIRY CARD 


SIX-PAK DISPLAY of propane fuel 
tanks for counter floor or windows. 
Shipping unit is cut at dotted line 
for time-saving display.—Turner Cor- 
poration 

For Details Circle 145 on INQUIRY CARD 


MERCHANDISING RACK for gold 
monogramming kit. Each kit has 100 
raised Mylar initials. Press to apply 
on any flat surface.—Imperial Mono- 
grams, Inc. 

For Details Circle 148 on INQUIRY CARD 


itt. TWIST-LOCK 
<ga DRILL ATIACHIA NTS 


SEE-THROUGH DISPLAY features 
44-inch drill, sander, circular saw, jig 
saw and horizontal drill stand. Mod- 
ern design display can be used any- 
where without blocking vision. Mer- 
chandiser is complete package for 
minimum counter space. — Portable 
Electric Tools, Inc. 
For Details Circle 143 on INQUIRY CARD 


EASY STORAGE for E-Z Ply num- 
bers and letters. Shipping cartons 
can be used as storage bins holding 
up to 10,000 numbers and 10,400 let- 
ters. Cartons are 17 x 21 x 42 inches. 
All items are kept in proper order 
with dividers—Dyer Specialty Co., 
Inc. 
For Details Circle 146 on INQUIRY CARD 





COMING IN AUGUST... 
A Special Study By Hardware World 
of 13 Hardware Dealers in a Distinc- 
tive Marketing Area in the West .. . 
Look for it in the Retail Advertising 
Issue. 
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PEG BOARD DISPLAY holds color- 
ful array of knife sharpeners in 
transparent boxes. Self-dispensing. 
—New England Carbide Tool Co., 
Inc. 

For Details Circle 149 ca INQUIRY CARD 


SATELLITE MERCHANDISER for 
hand tools. Three-sided pylons have 
nine vinyl-clad panels to hold 200 
items.—P&C Tool Co. 

For Details Circle 152 on INQUIRY CARD 











PRE-PRICED PEG BOARD CARDS 
for Utility Knife and Grady tool 
wedges. Colorful cards can be used 
on wire racks.—Red Devil Tools 

For Details Circle 155 on INQUIRY CARD 
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SHOPPER -STOPPER merchandiser 
has well-stocked hose accessories. In- 
cluded is hose size guide at top of 
display.—H. B. Sherman Mfg. Co. 
For Details Circle 150 on INQUIRY CARD 


ROTATING TOOL RACK is silver 
and blue all-metal. Will hold 42 hand 
tools in 16% in. diameter area.— 
O. Ames Co. 

For Details Circle 153 on INQUIRY CARD 


4-in-1 Combination Screw Drivers. 
Two-color attractive carton flags cus- 
tomers. Drivers have solid brass han- 
dles.—Gam Mfg. Co. 

For Details Circle 168 on INQUIRY CARD 








COMPACT DISPLAY of hacksaws 
and blades. Full-line merchandiser 
for wall or counter self-service use.— 
Atkins Saw Div., Borg-Warner Corp. 
For Details Circle 151 on INQUIRY CARD 
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DISPLAY CARD for automatic tack- 
ers. Attention-getting card in 15 x 19 
inches in three colors. Card Features 
t-50 Gun Tacker and HT-50M Ham- 
mer Tacker.—Arrow Fastener Com- 
pany 

For Details Circle 154 on INQUIRY CARD 


MOWER FILE MERCHANDISER 
for counter use. Flip-up lid has sales 
message for impact. Files are packed 
in plastic sleeve with instructions.— 
Victor Saw Works, Inc. 

For Details Circle 169 on INQUIRY CARD 
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NEWS 





Western Show Dates Set 


LOS ANGELES—The West Coast 
Hardware and Housewares Show will 
be held February 19-21 at the Great 
Western Exhibit Center here. It is 
sponsored by the Pacific Southwest 
Hardware Association. 

A new: feature to be added to the 
1961 show is a Saturday afternoon 
and evening session for wholesaler 
salesmen and wholesaler personnel 
only with all area wholesalers co- 
operating. 

It is also announced by the associa- 
tion that their Hardware-Housewares 
Show in Phoenix will be held on Janu- 
ary 29-30, 1961. There will be en- 
larged facilities in use for the show. 
Plans now call for double the area of 
exhibitor space. 

Cooperating wholesalers will again 
work with the association in present- 
ing this one-area trade show. Whole- 
salers who will be cooperating are: 
Arizona Hardware, Mallco Distribu- 
tors, Momsen-Dunnegan-Ryan, Zork 
Wholesale Hardware, Phoenix Hard- 
ware and Thrifty Wholesale. 


Stanley Names Dowley 
Drapery S. M. 


Michael F. Dowley, Jr., has been ap- 
pointed general sales manager of 
Stanley-Judd, drapery hardware divi- 
sion of The Stanley Works, Walling- 
ford, Conn. Dowley was formerly di- 
rector, export sales for “R.C.A.,” 
Radio Corp. of America, New York 
City. Previously he was division mer- 
chandising manager of the R. H. White 
& Co. department store of Boston, 
Mass., and of the LaSalle & Koch Co 
department store, Toledo, Ohio. 


Schminke Appointed Sales Mgr. 
of U. S. Expansion Bolt 


U. §S. Expansion Bolt Company, 
York, Pennsylvania, announced the 
appointment of Charles H. Schminke 
as general sales manager of the com- 
pany. Schminke had been marketing 
manager of the company for the past 
eighteen months. Prior to joining 
U.S.E. he had been field sales man 
ager of Ramset Fastening Systems, 
Winchester Western Division, Olin 
Mathieson Chemical Corporation. 


O'Toole Appointed Bell Electric 
General Sales Manager 


Appointment of Charles E. O’Toole 
as general sales manager of Bell Elec- 
tric Co., Chicago, has been announced 
by Harry L. Stillman, company presi- 
dent. O’Toole will co-ordinate the 
company’s national sales and promo- 
tional efforts from Bell’s Chicago 
office. Prior to his Bell appointment, 
he was sales manager for A. H. Mas- 
sey, Inc., of Derby, Conn. 
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SCHEDULE OF CONVENTIONS AND SHOWS 


July 10-14 NATIONAL RETAIL HARDWARE ASSOCIATION 
CONGRESS, Sheraton Hotel, Philadelphia, Pa. (National 
Retail Hardware Association, Russell R. Mueller, 964 N. 
Pennsylvania St., Indianapolis 4, Ind.) 


5lst CALIFORNIA GIFT SHOW, Ambassador & Bilt- 
more Hotels, Merchandise Mart, and Brack Shops Build- 
ings, Los Angeles, Calif. (Trade Shows Ltd., 3510 Council 
St., Los Angeles 4, Calif.) 


WESTERN SUMMER MARKET, Merchandise Mart, 
San Francisco, Calif. (Henry Adams, 1355 Market St., 
San Francisco, Calif.) 


WESTERN CHINA, GLASS, GIFT, JEWELRY, TOY, 
STATIONERY & HOUSEWARES SHOW, Brooks Hall, 
Sheraton-Palace, St. Francis and Sir Francis Drake 
Hotels and Western Merchandise Mart, San Francisco, 
Calif. (Western Merchandise Exhibitors, Inc., Kay Leber, 
Managing Director, 1855 Market St., San Francisco 3, 
Calif.) 


PORTLAND GIFT SHOW, Portland Public Auditorium 
and Plaza Hotel, Portland, Ore. (Kay Leber, Managing 
Director, Western Merchandise Exhibitors, Inc., 1355 Mar- 
ket St., San Francisco 3, Calif.) 


SEATTLE GIFT SHOW, New National Guard Armory, 
Olympic and New Washington Hotels and Terminal Sales 
Building, Seattle, Wash. (Kay Leber, Managing Director, 
Western Merchandise Exhibitors, Inc., 1355 Market St., 
San Francisco 3, Calif.) 


SPOKANE GIFT SHOW, Davenport Hotel, Spokane, 
Vash. (Kav Leber, Managing Director, Western Exhibi- 
tors, Inc., 1855 Managing Director, Western Exhibitors, 
Inc., 1855 Market St., San Francisco, Calif.) 


Sept. ¢ ALLIED GIFT & JEWELRY FALL SHOW, Hotel Adol- 
phus, Dallas, Texas. (Allied Exhibitors, Inc., 3832 Wil- 
shire Blvd., Los Angeles 5, Calif.) 


Sept. 8-! MARKET DAYS, Dallas Trade Mart and Dallas Home- 
furnishings Mart, 2100 Stemmons Freeway, Dallas, 
Texas. 


Sept. 32ND DENVER GIFT & JEWELRY FALL SHOW, 
Hotel Albany, Denver, Colo. (Trade Shows Ltd., 3510 
Council St., Los Angeles 4, Calif.) 


Sept. 25-5 PHOENIX GIFT & JEWELRY SHOW, Hotel Westward 
Ho, Phoenix, Ariz. (Trade Shows Ltd., 3510 Council St., 
Los Angeles 4, Calif.) 


Sept. 25-2 1960 CONVENTION-EXPOSITION OF ASAHC & 
NBHA, Hotel Sherman, Chicago, Ill. (Sponsored by the 
American Society of Architectural Hardware Consul- 
tants and National Builders Hardware Club. 


Oct. 10-14 NATIONAL HARDWARE SHOW, Coliseum, New York 
City, N. Y. (Frank Yeager, Managing Director, 331 
Madison Ave., New York, N. Y.) 


Oct. 16-19 AMERICAN HARDWARE MANUFACTURERS ASSO- 
CIATION CONVENTION, Dennis and Shelburne Hotels, 
Atlantic City, N. J. (Arthur L. Flaubel, 342 Madison Ave., 
New York 17, N. Y.) 


Oct. 16-19 NATIONAL WHOLESALE HARDWARE ASSOCIA- 
TION CONVENTION, Dennis and Shelburne Hotels, At- 
lantic City, N. J. (Thomas A. Fernley, 1900 Arch St., 
Philadelphia, Pa.) 


For additional information about the conventions and shows listed above 


and others not listed in this issue, write to HARDWARE WORLD Service 
Bureau. 
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BY STORE FIXTURES 








ELECTRICAL GONDOLA displays nearly 260 items. 
Each item is pre-priced with bin number for fast stock- 
ing. Price also appears on each bin. Merchandiser is 
available from May Hardware Company whose salesmen 
help keep unit stocked. Gondola is made by Streater Fix- 
tures and is nine feet long x 34 feet wide x 5 feet 1 inch 
high. Display can be adapted to a wall section. 


NEW “LOCK IN” SYSTEM is featured by Reflector Corp. 
in their new line of gondolas and wall sections. All com- 
ponent parts (bases, shelving, handles, etc.) are fully 
interlocking and interchangeable, providing they are used 
in the same modules. The equipment can be assembled 
in minutes by unskilled labor without special tools, 
screws, bolts or other fastening devices. The component 
wall hardware can be interchanged on the same size 
floor gondolas and vise versa . . . permitting complete 
flexibility in fixture arrangements. Company has a 44- 
page catalog which illustrates the complete line of floor 
gondolas and wall sections with the new “lock in” basis. 


JULY 1960 





GONDOLA AND WALL SECTIONS made by Weber 
Showease & Fixture Co. Inc. are shown with complete 
display of merchandise in the garden section. End of 
gondola is flexible enough to be adapted to the display 
of many types of seasonable merchandise. Unit actually 
serves as a display area particularly when close to front 
window. Many small long handled tools are displayed 
horizontally on fixture hardware attached to perforated 
back board. Gondolas can be made any length desired 
and can be utilized for shelving or fixture hardware. 
Wall sections models come in same dimensions as gon- 
dolas and can also be adapted to suit the type of mer- 
chandise displayed. Cornice is transparent with fluorescent 
back light—Weber Showcase & Fixture Co., Inc. 


DECORATIVE WARE AND GIFTWARE can be advan- 
tageously displayed on this highly flexible display and 
storage fixture. All steel construction, except for doors 
and rub rail, give the new unit unusual strength and 
lasting good looks. Even the decks, including the bottom 
deck of the storage base, are steel instead of wood. A 
wide variety of counter-end and over-counter accessories 
are available. All basic parts are interchangeable between 
wall and gondola units. The basic unit is available in 
30 inch or 36 inch models and also 60 inch or 72 inch 
sections. The units can be assembled in any length run 
of 5 feet or more—M & D Store Fixtures, Inc. 
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ELECTRICAL 
GONDOLA 


... Merchandised to Help 
You Display Approximately 
260 of the Most Wanted 

Electrical Items. 


EACH ITEM IS PRE-PRICED with bin number 
on tag so that each item can be quickly 
placed in proper glass bin on Gondola. 


PRICE also appears on each bin. 


YOUR MAY HARDWARE SALESMAN will 
help keep this unit merchandised. 


THE RECOMMENDED GONDOLA is a 
Streater Fixture ... 9 ft. long, 3/2 ft. wide 
... 5 ft. 1 in. high. 

THIS display can be adapted to a wall sec- 
tion if desired. 

FOR FURTHER INFORMATION ... write to 
O. R. (Dick) Jones, Sales Manager 


Mey HARDWARE COMPANY 


Wholesalers 
2320 S. E. GRAND AVENUE 
PORTLAND 14, OREGON 














For Details Circle 17 on INQUIRY CARD 
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ENTRANCE PACKAGE is popular size for clean, un- 
cluttered design. Called the Narrow Stile 188, complete 
package includes all-welded aluminum door, frame and 
concealed overhead closer or automatic operator. Made 
by Kawneer Company, the entrance is engineered for 
small to medium size buildings. Sizes are 3 x 7 feet or 
3 feet 6 inches x 7 feet in single doors. Double doors are 
5 x 7 feet and 6 x 7 feet. More than a dozen selections 
of hardware and stops is offered. Ribbed aluminum door 
panels are available in place of glass. 


A FANCY “HAYSEED” is perched above the entrance 
of the Hayseed Hardware Store in El Cajon, Calif. The 
“fence-sitting” farm boy provides a humorous identifying 
symbol in this two-story ceramic style mural at the front 
of store. It was designed by Marshall D. Kevil and was 
executed in one-inch ceramic mosaic by the Mosaic Tile 
Company. The manufacturer claims that this tile will not 
deteriorate or fade so that “hayseed” will be sitting there 
along with his bird friend on the post for passing gen- 
erations of hardware store devotees. 


HARDWARE WORLD 





ATTENTION-GETTER for dealers 
is this idea for plus sales in galvan- 
ized ware. Smiling face painted on 
garbage can covers make them dec- 
orative and easy to find when mis- 
placed by garbage collectors. For 
stopping traffic, put a display of 
painted cans in window. Use water 
base paint for temporary use. For 
permanent faces, use oil paint. 


PLUMBING REPAIR PARTS or 
other small merchandise can be dis- 
played to advantage with self-service 
gondola. Made by W. C. Heller & 
Company, gondolas are available in 
five- and eight-foot lengths. Major 
feature is new shelf bracket designed 
for fast, easy installation and adjust- 
ment. Twist of screw driver locks 
bracket tight at any height. Gon- 
dolas are equipped with removable 
bins in five sizes. Base and shelves 
are made of wood. End panels and 
top panel are Peg Board. 


COMING IN AUGUST... 
Hardware Advertising Services 
for Dealers ... Plus a Special 
Stady of 13 Hardware Dealers 
in a Distinetive Marketing Area 
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another great product from 


AMES @eeeo 
ROTO-EDGER 


ROTARY LAWN SHEARS 


~~ 








AMONG THE 
MANY USES FOR 


Deluxe 
ONE TOOL — 


Many Trimming 
and Edging Uses 


No. 10 
Standard 


IT’S PRESOLD 


powerfully so in... 


a “© BETTER HOMES AND GARDENS 
’ © HOUSE AND GARDEN 


for your customers... 


QUICK, CLEAN, EASY TO OPERATE 


and for you... 


QUICK, CLEAN, EASY TO SELL 
667:% markup...40% profit 


0. AMES CO. vi: 
* @ West Virginia 
P Vil t ole toMaalelal hiclaivia tia t 


ait) he famous lines of Ames Aire Casual Furniture and Ames 
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Store Impnovememt 








DEMOUNTABLE truck rack installs 
in seconds on pick-up truck. No bolt- 
ing or fitting necessary.—Wedgelock 
Corporation 
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FLEXIBLE BUSINESS CONTROL is 
built into X-61 model adding machine 
cash register. Four clerk keys in- 
cluded.—Victor Adding Machine Co. 
For Details Circle 103 on INQUIRY CARD 


RESCREENING PROFITS for metal 
screens are yours with the “Opal” 
rescreening kit. Roller tool with two- 
inch wheel makes job easy.—New 
York Wire Cloth Co. 
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BY NEW EQUIPMENT 











PDQ means pickup and deliver quickly 
truck. Translucent Fiberglass roof is 
one of many features.—The White 
Motor Company 
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CASH & CHARGE posting machine 
gives customers itemized receipt. 
Audit strip and records machine- 
printed.—Sweda Cash Register, Inc. 
For Details Circle 104 on INQUIRY CARD 
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EFFICIENT MATERIAL HAN- 
DLING with gas-powered, electric- 
driven fork truck. Gasoline engine 
drives generator and electric motor.— 
Automatic Transportation Co. 
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FIVE SYSTEMS to fit any size dealer 
is available with Dramatone Color Ma- 
chine. Will mix 803 colors.—The Glid- 
den Company 
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NUMERAL & LETTER KIT is plas- 
tic interlocking for pricing and short 
messages. Letters are % in. high. 
AD-ON kits come in black or brown. 
—Pryor Marking Products 
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HARDWARE STORE shopping cart is 
only 18 inches wide. The Avalon cart 
capacity is 5500 cu. in. Tubular frame 
and donut wheels for long-life.— 
Technibilt 
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“IMITATION” TELEVISION cuts 
shoplifting losses. “See-All Tele-Tec- 
tor” imitates “live” closed-circuit 
television camera. Rotates on motor- 
ized swivel-base. Glaring red light 
on front of “camera” warns intended 
shoplifters—Norman Industries, Inc. 
For Details Circle 118 on INQUIRY CARD 


FOR QUICK TURNOVER 


Here’s a handy rope package that practically sells on 
single coils of 50 and 100 feet individually 
sparkling cellophane labelled with comple 
including size, coil length and tensile strength 
supplement to Tubbs line of packaged 

iddition to Tubbs Self Serv Coils 

Boxed Rope 

Tubbs Coil-ettes 

vailable in first 
priced stainless Sisal For 

our local ti ‘a 
COUNTER TOP SHEARS take six 
inches of space. Shears cut all wire 
including BX, Greenfield, cable, stain- 
less steel and steel braid hose to 

1% inch diameter. Flex shear will 
mount on wire machines, manual or 
power.—Marvel Rack Mfg. Co. 
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THREE MOTOR BARS are featured a CORDAGE 
on Premier adding machines. Effort- 
less operator efficiency is obtained by COMPANY 


eliminating non-essential hand move- 
ments. Both 10-key and full ker- MAIN OFFICE 
board models available-—Victor Add- 
ing Machine Co. 
For Details Circle 120 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About NEW EQUIPMENT 





EXTRA-LONG items are easily 
stored with storage rack made of 
standard steel shelving. Available in 
either angle-type or T-Line shelving. 
T-Line uses quick-fastening channel 
clips. Angle-type uses bolts and 
nuts.—Penco Division, Alan Wood 
Steel Co. 
For Details Circle 109 on INQUIRY CARD 


TEN UNITS produce over 2500 
shades in any type base paint. Galaxy 
color dispenser selects exact amount 
of colorant to be dispensed. Machine 
can be bought or leased.—National 
Paint & Varnish Co. 

For Details Circle 112 on INQUIRY CARD 
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FLUORESCENT FIXTURE TESTER 
stops guess testing. Tester fits socket 
and lights when all wiring is good. 
Tests ballast, wiring and current.— 
Supro Lux Mfg. Co., Ine. 
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APPLIANCE HAND TRUCK is ver- 
satile. Converts to stair-roller or 
ratchet. Load capacity is 800 pounds. 
Wheels are five-inch with recessed 
hubs.—Dutro Co. 
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WIRELESS INTERCOM has eight 
stations. No installation required. 
Plug in and talk. Automatic volume 
adjustment. Four separate conversa- 
tions can be carried on at one time.— 
Feiler Engineering & Mfg. Co. 
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DELIVERY TRUCK gets 110 miles 
per gallon. Motor scooter has 4.9 
HP engine. Molded plastic weather- 
proof cargo space. Torsion bar sus- 
pension system.—Rockford Scooter 
Co., Ine. 
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NARROW HAND TRUCK is only 
144, inches overall. Frame is 91 
inches. Made of lightweight copper- 
tone tubular steel. Wheels are rub- 
ber-tired in 6, 8 or 10 inch size.— 
M-W, Ine. 
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HYDRAULIC HAND LIFT TRUCK 
has 3000 pound capacity. Unit pro- 
vides four inches of lift with seven 
strokes of balanced handle. Lowering 
load controlled by foot release pedal. 
—Yale Materials Handling Div. 
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AUTOMATIC GUM TAPE SEALER 
has dise clutch for measuring, mois- 
tening and dispensing tape. Measur- 
ing scale adjusts tape lengths. Ac- 
commodates gummed tape up to three 
inches.—Seal-O-Matic Dispenser 
Corp. 
For Details Circle 117 on INQUIRY CARD 
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REMOVE STAPLES AND 
STITCHES cleanly with pocket-size 
staple remover. Made of die cast 
zine with steel welded tip. Prevents 
scratches from ragged _ staples.— 
Flash Manufacturing Company 
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“SELLING CENTER” for Revere 
Ware is permanent display fixture. 
Designed for eye-appeal. The units 
may be used separately or back- 
to-back.—Revere Copper and Brass, 
Incorporated 
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COUNTING SCALES speed up count- 
ing items for packaging. Can also be 
used in inventory counting. Two 
counting pans are supplied.—Douglas 
Homs Company 
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RENTAL MACHINES called the 
Gold Line. Profitable renting to do- 
it-yourselfers with 12 in. scrubber, 
three gallon vacuum, eight in. drum 
sander and five in. edger.—American 
Floor Machine Company 
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Sell 
UALITY 


Standards are so rigid, only 2 out of 
every 100 handles we make qualifies to 
carry this label. Sell your customers 
long-term economy, greater safety and 
satisfaction—at greater profit to you— 
Sell Daniel Boone. Write for Catalog P 
and handy Wall Chart. 


TURNER, DAY 
& WOOLWORTH 


% 
% 


ase HANDLE CORP. 


S 
CROSSVILLE, TENNESSEE 


mA. 
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STREVELL-PATERSON HOLDS LINOLEUM SCHOOL 


ANNUAL LINOLEUM AND TILE INSTALLATION SCHOOL attracted a 
full quota of 35 men at Strevell-Paterson Hardware Co., Salt Lake City, Utah. 
According to Melvin Dean, department manager, linoleum dealers were sent 
application blanks with an invitation to send one man to the five day 
school. All dealers responded. Congoleum-Nairn experts conducted the installa- 
tion training course. 


COMING IN AUGUST... 


A Special Study of 13 Hardware Dealers in a Distinctive 
Marketing Area 


s===_, 
THE NAME THAT SELLS Or “nase 
IN THE PAC THAT ATTRACTS! Sree 


4 
4 
4 


TRAPS 


What a trio for profit... Victor traps in eye- 
catching, self-selling visual display pacs! No. M-P Victor 


Twin-Pac 


make more profit because you’ve got the name, the 
package, the quality, and most important...a big 
profit margin, to back you up. And with Victor pacs, 
you eliminate “‘one-at-a-time” sales and reduce shrink- 
age, too. 


Remember, all you have to do is display Victor 
traps in convenient pacs... they sell themselves! 


NEW! No. M-17 
Victor Easy-Set 

Metal Mouse Trap 

on new 2-Pac Card | 


f 
i 
é 
i When you handle Victor Traps, you sell more... 
H 
\ 
\ 


No. M-O Victor A 0 USE TRA ou 


°S Empyy 


Order Victor mouse and rat traps 
from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 


LITITZ, PA, e PASCAGOULA, MISS. « BERKELEY, CALIF. « NIAGARA FALLS, CANADA 
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SAN FRANCISCO—Howard Fassett 
(left) receives electric wrist watch 
from vice president of Ekco-Flint, 
Donald R. Long. Fassett was named 
outstanding salesman of 1959. He is 
district sales manager in San Fran- 
cisco. Outstanding salesman selection 
is based on overall performance, sales 
results, performance during special 
promotions, customer trade relations, 
and other factors. 


Gift Show 
Guest Speaker 


Bob 
Ringer 


LOS ANGELES — Bob Ringer, 
author and sales training authority, 
is guest speaker at the traditional 
Buyer’s Breakfast held during the 
51st California Gift Show here. The 
Breakfast will be held July 26 in the 
Ambassador Coconut Grove’ with 
Ben Alexander of TV fame as master 
of ceremonies. 

Show chairman W. H. (Pete) Bos- 
trom stated that Trade Shows Ltd., 
managers of the gift show, had in- 
formed him that the show is a com- 
plete sell-out. The new 17,000 square 
feet of open booth area for the July 
show which was recently added to 
ease the space pinch has been com- 
pletely assigned. The show is held 
in the Ambassador and Biltmore ho- 
tels, the Brack Shops and Merchan- 
dise Mart. 

Other events taking place are the 
Gift and Art Club’s Tuesday night 
party for the entire market and Sun- 
day evening cocktail party held by 
the Brack Shops. Western Freight 
will also have a Sunday evening 
party, and a party Monday evening 
at the Merchandise Mart. 





Enroll in the Brand Name 
Selling Program... 
Save $10 Fee Through 
Hardware World Sponsership 


HARDWARE WORLD 





M&D Names 
Northwest 
Sales Mgr. 


J. A. 
Colenbaugh 


CITY OF INDUSTRY—J. A. Col- 
enbaugh has been promoted to sales 
manager for the Northwest region by 
M & D Store Fixtures, Inc. Colen- 
baugh was formerly an M & D sales- 
man in Northern California since 
1955. 

He will direct sales activities for 
the company in Oregon, Washington, 
Alaska and the northern areas of 
Nevada and California. He will also 
cover parts of Idaho and Montana. 


B & D Names Westerners 


LOS ANGELES—The Black & 
Decker Mfg. Co., Towson, Md., an- 
nounced the following appointments 
on the West Coast recently. Jack C. 
Jolley has been named hardware divi- 
sion sales representative in Los An- 
geles. John H. Beaumont has been 
appointed San Francisco branch ser- 
vice manager. He was formerly man- 
ager in Seattle. David S. Stevens is 
acting branch service manager in 
Seattle, filling the vacancy caused by 
Beaumont’s move to San Francisco. 


Ramset Names Western Mor. 


DEN VER—Charles D. Maclure has 
been appointed a district sales man- 
ager for Ramset Fastening System, 
part of Winchester-Western Division, 
Olin Mathieson Chemical Corporation. 

Maclure, who is located here, is re- 
sponsible for sales in Colorado, Wy- 
oming, New Mexico, Utah and south- 
ern Idaho. He was formerly head of 
Ramset sales for the Landes, Zachary 
& Petersen Co., Denver. 


Grote Appoints W-H-J Distr. 


LOS ANGELES—John Hofmann, 
president and general manager of 
Wuesthoff-Hofmann, Jones, Inc., at 
1028 North Alameda here announced 
their appointment as warehouse dis- 
tributor for the Grote Manufactur- 
ing Company — manufacturers of a 
complete line of Grote bathroom 
medicine cabinets and accessories. The 
company will also serve as agents for 
Grote in Southern California area 
and western Nevada, Clark County. 


A.H.C. Names Hinchliffe S.M. 


Thomas W. Hinchliffe, Jr., has 
been promoted to sales manager of 
the Corbin Wood Products division 
of The American Hardware Corpo- 
ration. Hinchliffe joined the New 
Britain, Conn., company in 1940. 
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GREENLEE 


HAND and 
POWER BITS 


Self-service packages! 
Handy Sets! Bring extra 


impulse sales 


Here’s the fast-selling combi- 
nation of auger and power bits 
to meet most customers’ re- 
quirements. Streamlines your 
inventory .. . speeds turnover 
... “packed with buy appeal” 
to bring you the newest, best 
way to display and sell bits. 


GREENLEE SOLID-CENTER 
AUGER BITS 


(Left) in individual Perma- 
Pak for pegboard and counter 
display . .. invites customer in- 
spection, provides permanent 
container after purchase. In 
sets of six with FREE metal 
workbench rack . . . packaged 
in colorful display carton. 


GREENLEE Z/P BIT 
WOOD BORING POWER BIT 


(Right) with exclusive nonslip 

hex shank . . . individually 

carded for pegboard and 
counter display 
Sets of 6 and 11 
bits with FREE 
metal rack, or set 
of 6 in plastic 
roll... packaged 
in colorful dis- 
play carton. 


Ask your wholesaler for free metal display panel 


for GREENLEE hand and power bits. 


ORDER FROM YOUR WHOLESALER NOW 


> me GREENLEE TOOL CO. 
GRE. LEE 1888 Columbia Avenue 


Rockford, Illinois 
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| NEWS 


®. Va _Buxbaum Names Western Reps 
. | The Buxbaum Company of Canton, 
@ y — a | Ohio, makers of the well known Akro 


rubber products for home, industry 





and institutions, announces the ap- 


s es bes: Bosca Ss, ‘ 

Self-service “" nee a =: | pointment of new Western sales rep- 
" resentatives. The new representatives 

. . will carry Akro’s extensive line of 
ESE) : heavy-duty commercial floor matting 

F and related products. 

Mi h di : P é : | The Kirby Sales Company of 841 
erc an isers a East Fourth Place in Los Angeles, 


California, will represent Akro in Cali- 
from . fornia, Nevada, Arizona, Oregon and 
dA : Washington. 


The Douw Fonda Company of 1440 


CAMPBELL f ‘s : llth Street, Suite 206-208, in Denver, 
: ' ‘ Colorado, will cover New Mexico, 
CHAIN : ry Rar: Utah, Colorado and Wyoming. 


B&D Moves Salt Lake Branch 


help you e oak ; SALT LAKE CITY —To improve 


service facilities for its electric tool 

: customers in the Rocky Mountain 

al er Sear Ain area, The Black & Decker Mfg. Co. 
’ ae & has moved its Salt Lake City Factory 

? mer Se pone Service Branch to 1541 South Second 

over - er ¢- <—- ~$" fe | West Street. Ralph W. May is service 
q : | manager at the Salt Lake City branch. 

Another Black & Decker Factory Ser- 


gE f 7 vice branch in the Rocky Mountain 
100% : ( area is located at 1010 Bannock Street, 
i ‘fe | Denver 4, Colorado. William N. Free- 


| 1 : man is Denv er ser vic e manager. 
i a 


Taylor Names NW Rep 

, ‘ + rf has SEATTLE—The S. G. Taylor Chain 
e Merchandisers cost you nothing rly Company, Inc., Hammond, Ind., has 
when you buy a chain assortment : ‘ AE Bes appointed Jessen & Gundry, Inc., as 
f er age { a manufacturer’s representatives in 
More sales through display —and ; 4 ne Washington and Oregon. They will 
a ‘eprese he manufacturer for the 

every sale earns you more than represent ¢ Seger ; 
: : full line of Proof Coil, BBB, Hi-Test 
100% mark-up — re | and Alloy Chain, Alloy and Carbon 
‘ LA ; : Steel Conveyor and Log Haul Chain 
e@ Complete chain departme - - : : ie ya 
; ep : "P al Ba era ie aa } and Weldless and Stamped Chain. 
with either unit—in approxi- ae Fie? Jessen and Gundry maintain offices 


mately one square foot of space . ‘ here and in Portland. 


e@ Variety of assortments available. Dunlap Joins Davis Products 
- VAN NUYS, Calif—Lou David- 
New display has these features: son, president of Davis Products, 
Load from front i : Al Inc., here, pioneer and major pro- 
» e @ aa oh ducer of plastic inflatable products, 
Handy bins for accessory ifems § i F ev has announced the appointment of 
New chain cutter attached £ be . ect Robert M. Dunlap as sales manager. 
q ; , : Dunlap was formerly managing 
Handy chain-end holders | tl ’ partner and sales manager for a 
: . : “a — leading Chicago sales organization 
Tilted to provide better display al ue representing toy and sporting goods 
Suggested retail price sticker supplied _ firms throughout the Midwest. 
Interchangeable welded and weldless reels 
Lewis Joins Sparton as S.M. 


Stand and cutter for light chain are supplied free Sparton Corporation has appointed 
with the purchase of various assortments. Charles R. Lewis, of LaGrange Park, 
Ill., as manager of sales. Lewis will 
GET COMPLETE INFORMATION FROM YOUR be responsible for coordinating the 
planning and direction of sales pro- 

CAMPBELL WHOLESALER, OR WRITE DIRECT 


grams for the corporation and sev- 
eral divisions, including Sparton 
Automotive, Sparton Railway Equip- 


CAMPBELL —_— Company aaa ment, Steger Furniture Manufactur- 


ing and Sparton Manufacturing. 
CAMPBELL FACTORIES York, Pa.; West p 
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Peerless Pump Names Blair 
to Manager Post 


LOS ANGELES—The appointment 
of Walter J. (Walt) Blair as Vertical 
Pump product sales manager, Peer- 
less Pump, Hydrodynamics Division, 
Food Machinery and Chemical Cor- 
poration, has been announced by G. F. 
Twist, FMC vice president and divi- 
sion manager. Blair will be in charge 
of planning and supervising sales ac- 
tivities for the complete line of verti- 
cal pumps. Blair first joined Peerless 
in 1949. He has served as a Peerless 
Sales Engineer in the Los Angeles 
area. 


Ajax Opens New Plant 

CITY OF INDUSTRY, Calif. 
More than a 100 per cent in space 
and a complete modernization of pro- 
duction facilities that will triple the 
company’s capacity are provided by 
the new plant of the Ajax Hardware 
Corporation. The plant was formally 
opened recently by Norman D. Louis, 
president of the corporation. 

The address is 825 South Ajax Ave- 
nue, the street having been named for 
the corporation. Plenty of room for 
further expansion is available at the 
new site, for the manufacturing com- 
pany’s total plot covers nine acres, of 
which two-and-one-half acres are un- 
der roof. 


HARDWARE SALESMAN OF THE YEAR FOR SO. CALIF. SELECTED 


THE MAN WITH THE ORDER BOOKS selected as the hardware salesman 
of the year for Southern California in May was Ken Damon, salesman for 
California Hardware Co. in Los Angeles. This was the first of such annual 
awards sponsored by Pacific Southwest Hardware Association in cooperation 
with the Sales Executive Club of Los Angeles. Jack Noonan (left) head of 
Noonans, Santa Monica hardware firm, and Ed Hallock (right) vice president 
of California Hardware look at the award with Ken Damon. In photo at 
right is Otto Grigg, managing director of Pacific Southwest Hardware Asso- 
ciation (at right) who made the award to Damon. 


Smith-Gates Promotes Black 
Samuel Black has been appointed 
assistant sales manager of the Smith- 
Gates Corporation, Farmington, Conn. 
Black Smith-Gates in 1956 
after having represented the firm in 


joined 


Pennsylvania for two years. 


Behr Names Phillips 
Trades Sales Mgr. 


Behr-Manning Co. of Troy, N. Y., 
a division of Norton Company, has 
named John S. Phillips general trades 
sales manager of its Coated Abra- 
sives division. Phillips, general trades 
manager since 1957, started with 
Behr-Manning 12 years ago. 


DRAPER-MAYNARD SPORTS EQUIPMENT 


eo is best! 


Just like “too many cooks spoil the broth” —the more sport- 
ing goods lines you have, the more headaches! More costs, 
too! You save when you stock and sell the one complete line of 
sports equipment your customers know . .. Draper-Maynard 
and MacGregor golf and tennis. You reduce inventory head- 
aches, brand confusion, duplication of orders, effort and paper 
work. In their place you get a complete line, with quality 
assured, quick delivery, faster turnover and higher profits. 
Get the full story. Write today for complete information, cat- 
alogs, and name of your nearest Draper-Maynard wholesaler. 


DRAPER-MAYNARD SPORTS EQUIPMENT 


He Lidhy Dog hind” a division of The MacGregor Co. 4861 Spring Grove Avenue, Cincinnati 32, Ohio 
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“CANDLE COLORS” brochure tells 
how to get bigger volume from candle 
sales. Will & Baumer Candle Co., 
Inc., present an array of market-re- 
searched colors in their new dealer 
brochure. Included is a comparative 
demand chart from 1954-59 showing 
consumer demand for all types of 
colors in candles. 
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POCKET SIZE CATALOG lists 
complete line of anchors and fasteners 
for masonry and hollow walls from 
Diamond Expansion Bolt Co., Inc. 
Catalog #160 covers lag screw ex- 
pansion shields, multi-size wood screw 
anchors and many other items. 

For Details Circle 201 on INQUIRY CARD 


FREE FIVE YEAR CALENDAR 
fits in wallet. Handy red, white and 
blue calendar from Ekco Products 
Company has 22 “dates to remember” 
including the World Series. Calendar 
is printed on plastic printing paper 
to assure its lasting five years. 
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“SHELV-IT-ALL” BROCHURE 
gives complete information on steel 
shelving for households by S. A. Hirsh 
Mfg. Co. Illustrations, dimensions, 
price and ordering information in- 
cluded in four-page booklet. 
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“SELECTING A UNIFORM” is a 
new booklet issued by the Institute of 
Industrial Launderers. Suggestions 
are given in the 22-page booklet on 
how to avoid impractical uniforms, 
poorly adapted to day-to-day work 
conditions. 
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1960. GUIDE TO AMERICAN IM- 
PORTERS OF JAPANESE MER- 
CHANDISE has 44-pages with over 
1300 listings. Catalog is divided into 
52-product categories representing all 
consumer goods imported from Japan. 
Names and addresses of firms that im- 
port and stock items are listed. All 
142 companies importing hardware 
and housewares are listed as well as 
importers of toys, giftware, sporting 
goods novelties and chinaware. Guide 
is published by Kurt Barnard As- 
sociates. 
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“PROS AND CONS OF LEASING” 
is third edition of study on equipment 
leasing for smaller businesses. Re- 
vised and expanded to 24-pages, it 
includes a new section on renewals and 
options-to-buy at the end of the lease 
period. Booklet is published by 
Foundation for Management Research. 
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PLASTIC HOUSEWARES CATA- 
LOG with 92 items shown from Vic- 
tory Manufacturing Corporation. 
Many of the items are available in 
bulk pack or in multiple-unit and pro- 
motional poly-bagged packs. Price re- 
ductions are listed along with 17 new, 
fast selling items. 
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UNIVERSAL DISPLAY STAND 
called Lazy Boy is described in catalog 
sheet prepared by the manufacturer, 
Lazy Boy Mower Company. Display 
stand can be used for bicycles, lawn- 
mowers or outboards. 
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ELECTRIC TURNTABLES for use 
in windows or other display areas. 
Specifications and prices of the Vue- 
More turntable are outlined in the 
four-page booklet from Empire Dis- 
play Mfg. Co. 
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IS YOUR STORE THE RIGHT 
COLOR? A _ Functional Color Kit 
shows in detail how to use color in 
decorating retail stores. Developed 
by Colorizer Associates, a group of 
13 paint manufacturers in the U. S. 
and Canada, the right color schemes 
for today are shown in the brochure. 
Included in kit are 26-paint color 
chips divided into three groups of 
color for specialized use in the store. 
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Te Receive Any of this 
Printed Matter Circle 
Number on Inquiry Card 
Facing Page 50 


“COLOR PREFERENCES ACROSS 
THE CONTINENT” is_ four-page 
brochure in color from Color Corpo- 
ration of America. Over 86,000 in- 
dividual dealers in the U. S. and 
Canada were quizzed during the past 
six months to obtain the report. 
Actual color chips are used on a map 
to designate the color preferences in 
various areas. i 
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FREE WALL CHART has conver- 
sions which are difficult to locate in 
reference manuals. Included on chart 
are inches to centimeters, cubic feet 
to liters, microns to meters and many 
others. Wall Chart of Conversion 
Factors is published by Precision 
Equipment Co. 
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LAWN TOOL CATALOG is de- 
signed to help hardware stores estab- 
lish lawn care centers. Published by 
Gardex, Inc., the catalog features a 
complete line of products for lawn 
maintenance. Information is included 
telling how to combine items for 
stimulating sales. 
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GUIDE TO FINISHING OR RE- 
FINISHING WOOD is informative 
envelope stuffer from The Flecto Co., 
Inc. Four-page stuffer tells how to 
bring out the natural beauty of wood. 
Checklist on back page contains neces- 
sary items for doing complete job. 
Room is provided for dealer imprint. 
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BELLS AND BELLS AND BELLS 
fill the pages of full-color catalog 
from Bevin Bros. Mfg. Co. Items in- 
clude cow bells, patio and garden 
bells, turkey bells, yacht and boat 
bells and souvenir bells. Complete 
catalog of bells also has retail and 
dealer prices. 
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OFFICIAL LIST PRICES on ma- 
terials used in heating and plumbing 
is given in 28-page booklet from 
Elite Sales Corporation. Among the 
many types of materials listed are 
copper tubing, brass and copper pipe, 
steam fittings, soil pipe neating ac- 
cessories and asbestos coverings. 
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MR. & MRS. P & K FOUND 


Lufkin Rule 
Sales Mgr. 
Retires 


, 
Skin 


STEEL 
SANDPAPER 


Aaa 
Lobert 


LOS ANGELES — A. J. (Jack) 
Lobert, sales representative for The 
Lufkin Rule Company for over 30 
years, is retiring. 

Lobert began his working career 
in 1912 with the Steiner & Voegtly 
Hardware Company in Pittsburgh, 
Pa. He joined Lufkin Rule Company 
in 1929. Since 1936 Lobert has made 
his home in North Hollywood while 
representing Lufkin Rule in the Los 
Angeles area. 








SPECIAL GUESTS at the Associated 


Pot & Kettle Clubs of America Con- Markel Promotes Jacobson 


vention at Hoberg’s on June 26-30 
were Mr. & Mrs. Merle Smith. Smith 
was the hard working reservations 
chairman for the San Francisco Pot 
& Kettle Club which sponsored the 
1960 convention. They were selected 
early in June among several hundred 


Appointment of Robert H. Jacobson 
as assistant sales manager of port- 
able products was announced by 
Richard C. Piper, Jr., vice president 
in charge of sales of Markel Electric 
Products, Inc., Buffalo. Jacobson will 
be in charge of the sales promotion, 


* SANDS* RASPS 
* SMOOTHS... 


Wood, plastics, 
metal 


Pot & Kettle Club members and R Be) fT, i 


Union, N. J., U.S.A. 
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STOCK THESE 
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FAST-MOVING ITEMS 


their wives. Runnersup were Mr. advertising, display, and field sales 
and Mrs. Jack Batton, Jr. of Los efforts of Markel’s portable electric 
Angeles Pot & Kettle Club and Mr. space heating equipment. 

and Mrs. Jim Anderson of the San 

Francisco Pot & Kettle Club. 


Get profitable share 
of market for 
natural wood finishes 


Hickman Tye Issues 
New Hardware Catalog 


VICTORIA, B. C.—The Hickman 
Tye Hardware Co. here, wholesalers to 
retail hardware dealers and building 
supply houses in British Columbia, 
will issue a new three-post catalog 
to their dealers in July. 

The catalog is divided into sections, 
each using a different color paper for 
identification. Builders hardware, tools 
and some heavy goods are featured 
by this long established firm which 
commenced operations in 1858. 

The first issue will be made from 
the firm’s Vancouver, B. C., branch at 
1342 Clark Drive. This branch is un- 
der the management of R. J. Ward 
who has been with the firm for 22 
years. 

Price changes will be made prompt- 
ly by Hickman Tye salesmen who are 
responsible for keeping the catalog up- 
to-date. 


Both professionals and do-it-yourselfers are dis- 
covering anew the beauty and charm of wood, 
creating a growing demand for the exceptionally 
tough, yet satiny smooth finish Flecto gives on 
counters, doors, paneling, garden and indoor fur- 
niture...dozens of other uses. 


© Sunset ads pre-sell your customers @ Color- 
ful label suggests uses, gives instructions @ 
Demonstration panel (8” x 16”) shows beauty 
of Flecto 600 and 601 © Helpful literature for 
handouts and direct mail —all help you sell. 


Sold by 2000 Western dealers. Low inventory re- 
quirement and fast turnover make Flecto a real 
profit builder. Order from your distributor today, or 


New Kentile Western Office oe, 

TORRANCE, Calif. — The West 
Coast offices of Kentile, Inc., moved 
recently to new quarters at 2929 
California Street here. Warehouse 
facilities will also be located at the 
new address. 


THE FLECTO CO., INC. 
Dept. H, 805 Allston Way, Berkeley 10, Calif. 


For Details Circle 28 on INQUIRY 
JULY 1960 





NEWS 
Wallace to Head Porter-Cable 
Gasoline Products Div. 





W. Dean Wallace has been named 
general manager of the Porter-Cable 
Machine Company’s Gasoline Prod- 
ucts Division. 

Wallace will be responsible for the 
operations and sales of Porter-Cable’s 
gasoline products, including riding 
mowers, suburban tractors and Roto- 
tiller soil conditioners. He joined Por- 
ter-Cable in 1959 as director of de- 
velopment from Camillus Cutlery, 
where he had been president since 
1955. 


Sunbeam Names Wilkison 
and Maher to Sales Posts 


Sunbeam Corporation has appoint- 
ed Chester L. Wilkison national sales 
manager, appliance division. Richard 
D. Maher was named sales manager 
of the appliance division. 

Wilkison, who joined the company 
in 1936, has been sales manager of 
the division most recently. 

Maher, formerly assistant sales 
manager, joined the company as a 
field representative in 1948. He has 
been a district sales manager before 
his recent assignment. 


Krasnow Adds Territory 


LOS ANGELES — The manufactur- 
ers’ representative firm of Mac S. 
Krasnow & Associates at 5845 West 
Pico Boulevard, here, has added New 
Mexico and El] Paso, Texas, to their 
territory. Six men cover the territory 
of California, Arizona, Nevada, Texas 
and Hawaii in addition to their new 
areas. The firm is now in its tenth 
year of operation and is presently rep- 
resenting well known manufacturers 
in the hardware, housewares, lawn 
and garden, marine, industrial and 
tool trades. 


GRINER RETIRES FROM GAREHIME CORP. 


MEMENTO OF WHOLESALE SERVICE is presented to Oliver Griner who 
retired from Garehime Corporation, San Francisco. Presenting the saw to 
Griner is Bob Williams, district manager for Disston division. Others in pic- 
ture (from left) are: Paul E. Forbes, Disston; Williams; Griner; and Gare- 
hime president, Vern Garehime. Griner joined Garehime in 1945. Prior to his 
retirement he was floor salesman and buyer of fasteners, electric tools, V-belts 
and pulleys. Griner spent 17 years before joining Garehime as partner in 
Griner Bros. general merchandise store at Clear Lake, Lake County, Calif. 
Plans for retirement, according to Griner will include some travel to the 
Orient and Alaska, plus his favorite pastimes of fishing and hunting. 


G. F. WRIGHT OPENS NEW OFFICE AND WAREHOUSE IN L. A. 


Ex-wrient STEELEWIRE CO 


LOS ANGELES—tThe G. F. Wright Steel & Wire Company, Worcester, Mass., 
announced the opening of its new sales office and warehouse at 2460 Malt 
Ave., here. Wright has served Southern California for 40 years with wire 
cloth, hexagon netting and other woven wire products. The new building com- 
pletes another phase of the company’s nation-wide expansion program to 
provide better service and faster deliveries. 





LOOK FOR THE AUGUST ISSUE 
HARDWARE ADVERTISING SERVICES FOR DEALERS... 


- -- A Survey of Western Retail Hardware Store Advertising . . . Including a Special Study of 13 


Hardware Dealers in a Distinctive Marketing Area 


MAYES BROTHERS TOOL 





_J|ON THE LEVEL 


MANUFAC 
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GIANT COLOR SELECTOR wall 
chart for easy selection of Dardevle 
lures. Chart saves display space.— 
Lou J. Eppinger Mfg. Co. 
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CUSTOM MADE DISPLAY CASE 
for merchandising reels. Standard 7- 
Pak contained in all-plastic box. Can 
be displayed flat or tipped up. — 
Langley Corporation 
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“MERRY-GO-ROUND” metal counter 
or window display with “Scotchlite” 
boat numbers and letters. Regulation 
three-inch high letters are reflecting 
white with black borders. — Hy-Ko 
Products Co. 
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COUNTER DISPLAY with cartoon 
drawings showing use of Hookout. 
Hook removers come 12 in box.—Ard- 
more Specialties 
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EASEL BACK bubble pack for 
Hold-R’s makes display. Green vinyl 
rod holder for boat or home use. 
Keep rods safe and in place.—Enter- 
prise Mfg. Co. 
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RUNNING LIGHT KIT is also dis- 
play unit. Small boat unit has bow 
and stern light with switch, wire 
and connectors. Display takes less 
than one sq. ft—K-S Marine Prod- 
ucts, Ine. 
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IMPULSE SALES BUILDER with 
ccounter or floor display for cotton 
trot line and staging. Two-color dis- 
play shipper contains nine-balls of 
trot line and 24-balls of staging.— 
King Cotton Cordage 
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COLORFUL BLISTER PACK lure 
for counter or rack display. Mombo 
Dancer trolls, casts and dances. Bright 
stainless steel adds to display value 
of card pack.—Pequea Fishing Tackle 
For Details Circle 264 on INQUIRY CARD 


CLEAR PLASTIC BOX is ideal self- 
display for Jon-E warmers. Colorful 
card at back shows warmer in use. 
Box is re-usable by customers. Four- 
color banner included in carton for 
window.—Aladdin Labs Inc. 
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Mace PUM ana SAFETY 


QUICK TURNOVER items displayed 
in wire counter rack. Modern Boating 
Guide Series has 10 titles for all boat- 
men. Rack holds 48-books. Free rack 
with 24 assorted titles ordered. — 
Chilton Company Book Division 
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FOUR WEIGHTS in “Flasher” min- 
now spoons. Six colors to choose from 
for fly rod, spinning or casting use. 
Spoons weigh '%, 4, 3, or % ounces. 
Mounted on card.—Wright & McGill 
Co. 
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EYE-CATCHING DISPLAY BOX for 
Super Sea Swirl cleaning kit. Rotat- 
ing head, brush and two 4 ft. handles 
in kit are easily shown in window or 
counter. Water-powered brush turns 
at 1500 rpm. Handles join to eight 
ft.—Osrow Products Co., Inc. 
For Details Circle 267 on INQUIRY CARD 


MORE LINE is featured on extra 
long spools of salt water line. Single 
spools of 150 and 200 yards of fish 
line and 500 and 800 yards of line. 
Customers save extra size. — Sunset 
Fishing Lines 

For Details Circle 250 on INQUIRY CARD 
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BRIGHT YELLOW AND GREEN 
gives customer impact to display. 
Low-priced marine warning signals 
are mounted on board for wall or 
floor use. Board is 30 x 24 inches 
when used as wall display. Unit 
stands 53 inches on floor.—Sparton 
Corporation 
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BOAT-LITE PACKAGE 


Attractive lighting system for small 
boats has self-display carton. Pack 
contains illustrated explanation of 
boating “Rules of the Road” and sum- 
mary of official Coast Guard and state 
regulations governing small boats. 
Kit includes red-green bow light, 
white stern light mounted on ensign 
staff and six-volt battery. Weather- 
proof switch, twin-lead wire and hard- 
ware and mounting brackets for 
easy installation complete the display 
pack. Kit is designed to meet U. S. 
Coast Guard requirements.—Burgess 
Battery Company 
For Details Circle 268 on INQUIRY CARD 
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NEW CANADIAN ARMS FIRM 


grant oY G 
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PERFECT BALANCE of “Grizzly” 
.22 cal. rifle is demonstrated by sales 
manager of North America Arms 
Corporation Ltd. W. C. Miller. Board 
Chairman of the Toronto, Canada, 
firm Major-General Chris Vokes looks 
on with approval. The company has 
been in operation less than a year. 


Blackman Named fo L. A. 
Game Commission 


LOS ANGELES — Culminating a 
life-long interest in sports and out- 
door activity, Harry Blackman, pres- 
ident of White Front Stores, was ap- 
pointed a member of the Los Angeles 
County Fish and Game Commission. 

The official induction ceremony took 
place in the office of County Super- 
visor Kenneth Hahn. 

“T believe Harry Blackman will be 
a valuable addition to the Fish and 
Game Commission. His background 
gives him exceptional qualifications 
for this appointment,” Hahn stated. 

Blackman indicated that he would 
easily be able to dove-tail his new re- 
sponsibilities with his duties as head 
of the growing White Front opera- 
tion. “I am looking forward to a 
stimulating and rewarding experi- 
ence through my service on the Fish 
and Game Commission,” Blackman 





TEHR-GREEZE FABRIC CEMENT 


SPORT SHORTS 
SUNSET NAMES HICKMAN CO. 


SEATTLE—J. B. Hickman Company 
has been appointed sales representa- 
tives for the marine products divi- 
sion of Sunset Line & Twine Co. The 
veteran rep firm, headed by Jack 
Hickman (right) and Jack Rowe, cov- 
ers the Pacific Northwest-Western 
Canada territory. 


Bese BB SESE EK Gee SER Be 


In Handy Self-Dispensing Plastic Squeeze Bottle 


Same high quolity patching cement in a handy 
plastic squeeze bottle that eliminates messy pad- 
dies, brushes ond waste. For the instant repair 
of tarpaulins, binder canvasses, canvasses, leather 
materiai or any item it can penetrate. Thousands 
of uses. Sold by leading jobbers and dealers 
everywhere. Comes in 2 o2., 6 oz. and 1/6 o2. plas- 
tic bottles. Larger sizes pack- 
ed in glass containers. Write 
for free sample, prices and 
literature. 


Slaymaker offers - 


FREE RACK 
to display locks in 


Comes in attractive 3- 


See-Packed Locks Outsell Others as Much as 5 to 1 % 
Sea f ct Whether you vse the free wite rack or dipley the gg 
age). f locks on pegboard, counter or bin, you'll enjoy the é 


extra profit you make with Slaymaker padlocks in 
VAL-A COMPANY : 
700 W. Root St. 


the dramatic See-Pack. Ask your jobber, or write ... 
Chicago 9, Ill. 


SLAYMAKER LOCK CO. e LANCASTER, PA. 
World's Largest Producer of Brass Padlocks ‘ 
er re tt fee Te PT et he 
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MAK-A-KEY MAK-A-PIN 
e 12-in. lengths of 
PACKAGED ROUND steel bars 
MACHINE 


It's new, it's versa- 
KEY STOCK 








tile — hundreds of 
uses for repairs or 
replacement — by 
OVER 
60 SIZES 
AVAILABLE 


® 
The keys that changed buyers’ 
habits—12-inch lengths of cold fin- 
ished steel, zinc-coated. Made .000"' 
to + .003" oversize; rust-proof; just 
cut, file and fit. Reduce storage 
and handling costs. Proven in hun- 
dreds of applications throughout 
the world. Over 60 sizes stocked. 


die makers, me- 
chanics, machine 
shops, farmers, do- 
it-yourselfers. Mak- 
A-Pin rounds are 
copper-coated; can 
be riveted, will cold 
bend; are easy to 
weld, easy to cut. 
Handy display pack 
contains 10, 12-in. 
bars in 7 sizes: '/"" 
to '/,''. Size marked 
on each bar. 


One profitable Gottschalk sale leads to 
another... because these are the customer- 
pleasingest metal sponges made! Spirally 
spun from continuous strands of selected 
metals, so that, in normal use, they will not 
unravel, shed particles, or scratch the finest 
surface. A size and type for every cleaning 
and scouring job, attractively packaged 
and priced for impulse sales. Keep 
Gottschalk in stock .. . and in sight! 


GOTTSCHALK METAL SPONGE SALES CORP. 





DEVAN-JOHNSON COMPANY 


514 Rathbone Ave., Aurora, Iil. 








Dept. HW, Philadelphia 40, Pa. 
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MARSHALLTOWN TROWEL COMPANY  -e 
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MARSHALLTOWN, IOWA 
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along the Freeway... 
ti: Prokts ! 


STOCK UP ON FREEWAY.-BROOMS 


FREEWAY all purpose brooms 
are sweeping more and more 
patios, barbecue areas and side- 
walks in the West... 

With its DURATEX< plastic fibres 
that pick up dirt by magnetic ac- 
tion, the FREEWAY is rapidly 
becoming the West’s leading broom 
... 1S impervious to commonly used 
petroleum and caustic products... 
will outlast conventional brooms 
three to one... 


EXCELLENT FOR INDUSTRIAL 
AND FARM USE ALSO 


Give your customers a TREAT—stock 
up on FREEWAY all purpose brooms 


AMERICAN 
PUSH BROOM CO. 
li =\ 114 Fern Street 
San Francisco + ORdway 3-889) 














INDEX TO ADVERTISERS 





(This index is published as a convenience and not as a part of the advertising contract. Every 
care is taken to index correctly and no allowance will be made for errors or failure to insert) 





Note: Figures in parentheses () refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 50 
desiring further 
about advertisement. 


when information 


A 
American Push Broom Co. 
O Ames Co. 
Animal Trap Co. of America 


Campbell Chain Co. 

Champion DeArment Tool Co. (1) Front Cover 
IEEE, ive Seo ork ets 65 cee ew eee Red 20, 21 
Colorado Fuel & Iron Corp. Back Cover 


The Flecto Co., Ine. 
Fuller Tool Co. .. 


Gleason Corp. 

Gottschalk Metal Sponge Sales Corp..... 
The Grabler Mfg. C.. 

John H. Graham & Co., Ine. ... 
Greenlee Tool Co. ...... 


Second Cover 


K 
Knape & Vogt Mfg. Co. 


M 


M & D Store Fixtures, Inc. 
D. N. Mallory 
Marshalltown Trowel Co. 


Mayes Bros Tool Mfg. Co. .. 
May Hardware Co. 
Robert E. Miller & Co., Inc. 


N 


National Manufacturing Co. 


Oo 


Ox Fibre Brush Co., Inc. 


P 


Peters Cartridge Div. Remington Arms Co. 


Red Devil Tools 
Remington Arms Co. (14) 


Slaymaker Lock Co. 


I . 
* 


U 
United Lacquer Manufacturing Corp 


United States Steel Products Div., 
U. S. Steel Corp. .. 


Val-A Company 


Ww 
Weber Showcase & Fixture Co., 
Wilshire Manufacturing Co. ............. 
Woodhill Chemical Co. 
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Brand Names give 
you faster tumnover 


What can anyone really tell you about Brand Name 
products. You know the reputations their manufacturers 
build. And you know the intense loyalty advertised 
Brand Names inspire in consumers. You see it every day. 


So why not build your business on Brand Name prod- | 
ucts? They are the pre-sold, the preferred products! It’s | 


just good sense to stock the Brands you know will sell. 


The Brand Name maker puts out a good, consistent | 


product, which he strives constantly to improve. He is 


always first with new ideas. And his products help your | 


business maintain a quality reputation. So know your 
Brand Names, and stock the Brands you know will sell. 

Enroll Now in the Brand Selling Program! B.N.F. will 
supply you each month with information, ideas, and tie- 
ins to special promotions. No charge if a B.N.F. member 
firm sponsors you. Write the Foundation for a list of 
those firms and more details. 


A Brand Name is a maker’s reputation 


LOOK FOR 





CONFIDENCE 


MEMBER OF 


BRAND, 
NAMES 


FOUNDATION, Inc, 


SATISFACTION 








Brand Names Foundation, Inc. 
437 Fifth Avenue, New York 16, N. Y. 
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Whréte FOR CATALOG 


SHOWING 


WILSHIRES 
“NEW LOOK 


in FIREPLACE 
FURNISHINGS 


AT POPULAR PRICES 








SEE US AT THE SHOWS! 
National Housewares 


Exhibit, Atlantic City 
Spaces 124-126-128 


Ask for Brochure on 


4 | LS 4 OF our Barbecue Line, too! 
MFG. CO. 


Main Office: 4865 San Fernando Rd. West, Los Angeles 39, California 
Eastern Plant & Whse: 850 W. Jackson Bivd., Chicago 7, Illinois 
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ADD A SALE-ITS EASY! 


Add a hobby and model department to your hard- 
ware operation and you add a sale—many times 
over. You build traffic and you build profits. And 
it’s easy for hardware retailers to do in California, 
Oregon and Washington . . . for you have access 
to the West’s most extensive line of pre-sold, brand- 
name model and hobby merchandise—plus mer- 
chandising aids, and sound counsel based on 23 
years’ specialized experience. Write for informa- 
tion, or ask to have a representative call on you. 


D.N. Mallory 


598 POTRERO AVENUE, SAN FRANCISCO 10, 





Distributor of Hobby Supplies 
Wholesale only 


CALIFORNIA 
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GLEASON WHEELS = 


for = -yourselt 


NARROW HUB WHEELS 
FIT MORE APPLICATIONS... 
MEAN MORE SALES AND PROFITS 


Gleason narrow Hub Wheels, together with 
Gleason Hub Stretcher springs and reducer 
bushings, let you fit virtually all of the more 
than 40 hub widths found on wheeled equipment 
in use today. A minimum inventory gives you 
fast turnover and eliminates carrying slow mov- 
ing numbers. Order from your wholesaler. 


ask for GLEASON on your wheeled equipment 


| GLEASON CORP., 250 N. 12th St., Milwoukee 3, Wis. 
For Details Circle 25 on INQUIRY CARD 





SALESMEN 

Wholesale Hardware—must have 
wholesale hardware experience. Sal- 
ary and commission. Car furnished. 
Write, giving experience, age, etc. 
Address: R. J. Sutton, The Thomson- 
Diggs Company, P. O. Box 839, Sac- 
ramento 4, California. 


HARDWARE CATALOGS 
Compiled — Prepared — Produced 
Specialists in Hardware cataloging. 
Write, phone or wire for information 
CATALOG GROUP, 420 Market 
Street, San Francisco, Calif. 





1960 WESTERN WHOLESALERS’ 
DIRECTORY includes 185 wholesal- 
ers located in 63 cities in 12 of the 
Western States. This 16-page annual] 
directory gives valuable information 
about general line and specialty 
wholesalers who serve the retail hard- 
ware field. Each listing includes ex- 
ecutives, territory served, types of 
merchandise handled, special sample 
display rooms, specialty salesmen and 
special services offered. Price $2.00. 
Send check to HARDWARE WORLD 
SERVICE BUREAU, 1355 Market 
Street, San Francisco 3, Calif. 





TIRED OF WRITING LETTERS? 
CAN YOU DRAW A CIRCLE? 


Then it is easy ... tear out the in- 
quiry card in this issue and circle the 
numbers regarding items in which 
you are interestea. Drop it in the 
mail box. 





Announcements in this section are inserted at the rate of tweaty 
cents per word, including address or box number, with a minimum 
charge of $5.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 








ITIES 


HARDWARE AND GIFT STORE 
Located in North Central Montana, 
on the main line of the Great North- 
ern R.R. at the junction of Federal 
highway #2 and the Alcan Alaska 
highway #91, and in the heart of the 
West’s premium hard wheat and cat- 
tle country. Oil and gas wells sur- 
round the area. The store and ware- 
house facilities are in one building 
75’ by 150’. All display fixtures are 
the latest flexible type, new in 1958. 
Owner retiring. Will sell at net in- 
ventory and assessed value of build- 
ing and fixtures. Address Box A-962, 
care HARDWARE WORLD, 1355 
Market St., San Francisco 3, Calif. 

WANTED: MANUFACTURERS’ 

AGENT 
Well-known firm of manufacturers’ 
agents seeks alert, aggressive and 
personable man experienced as out- 
side salesman in hardware, house- 
ware, marine and promotional trades; 
to cover No. California and No. Ne- 
vada. Must reside in No. Calif. 

Excellent opportunity for right man. 
Must give complete resume of back- 
ground and experience in first letter. 
Address Box A-964, c/o HARD- 
WARE WORLD, 1355 Market St., 
San Francisco 3, Calif. 


EXPERIENCED REPRE- 
SENTATIVE 

With following wishes housewares 
and hardware line or lines for North- 
ern California. Will consider working 
with Los Angeles representative on 
split commission basis. Young and 
aggressive, proven ability to produce. 
Address Box A-966, care HARD- 
WARE WORLD, 1355 Market St., 
San Francisco 3, California. 


LINES WANTED 
For So. Calif. and Arizona by Manu- 
facturer’s representative who calls 
on hardware-housewares trade. Well 
known in trade. Address Box A-963, 
care HARDWARE WORLD, 1355 
Market St., San Francisco 3, Calif. 


NEW HARDWARE STORES 
America’s most successful voluntary 
hardware organization now expand- 
ing in Northern California. Join 
nearly 900 other owners and enjoy 
the complete services available for 
sound and profitable businesses. Sev- 
eral excellent locations to choose 
from. Also a limited number of loca- 
tions in Washington and Oregon. In- 
vestment required from $25,000 to 
$35,000—depending on location. Write 
today for an informative brochure on 
this outstanding business opportu- 
nity. No obligation. COAST-TO- 
COAST STORES, West Coast Divi- 
sion, 1420 N. W. Lovejoy, Portland 9, 
Oregon. Phone CA 17-6421. 


MANU FACTU RERS’ REPRE- 

SENTATIVE 
Oregon, Washington and Idaho terri- 
tory available for an aggressive sales 
agency. Sell and promote the West’s 
outstanding advertised brand name— 
consumer guaranteed—YANCEY all 
extruded aluminum screen and con- 
vertible storm doors. Complete mar- 
keting and merchandising program. 
Write: Complete information, lines 
represented, trade contacts, man- 
power and field work. Yancey Com- 
pany, P. O. Box 1377, Sacramento, 
California. 








Where's The Number? 
Due to mechanical limitations the IN- 
QUIRY NUMBER is sometimes omit- 
ted at the bottom of an ad. To find 
the wre number check the INDEX 
TO Al “dg tTISERS on Page 50 of 


this iss 


CIRCLE “THE NUMBER—WE DO THE REST 











REGULAR— 


7 sizes for every need 


One set of 4 in a 
—s be wd 12 boxes 

or display ? 
SIZES: nas 1%", %", Say a", %". 


Ask your Jobber or write— 





DOMES »o SILENCE 


ROBERT E. MILLER & CO., 


case hardened. Excellent mirror finish, plus 
a heavy nickel plate. 


FURNITURE LEVELER-> Za 


Adjustable Combina- 
tion Leveler and Glider 
for Uneven and Un- 
steady Furniture. 


SIZES—i"" base, 4 on 
card; I4,"", 2 on card; 
1¥,", 2 on card. Drive 
into universal socket 
or 5/16" hole. 





INC., 35 Pearl St., New York 4, N. Y. 


one set of A cir 


DOMES ~ SILENCE 


RUBBER-CUSHIONED! 
GLIDE 


SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 


SIZES AND TYPES 
FOR ALL WOOD OR METAL FURNITURE, 
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HARDWARE WORLD 











‘DIAMALLOY 
from 4" to 24" — 
‘There is nothing finer 
than a DIAMOND” 





Diamond offers a full line of long established and well known Diamond and 


Diamalloy Wrenches and Pliers. When you order adjustable 


wrenches insist on the Diamalloy Brand. Stocked by leading wholesalers. 


#% DIAMOND TOOL aid /Ol'8Sh06 (7, 


Ne DULUTH, MINNESOTA .«. TORONTO, ONTARIO 


WITH 
CFI 
NAILS 


... because their hardness, heads, points and finish are the result of 
careful quality control. From blast furnace to modern nail-making 
machines, CFal governs every manufacturing step to assure you 
nails of uniform high quality. 

With its experience and facilities, CF&I produces nails and staples 
in virtually every size and type. When needed, we will design and 
manufacture special nails to your specifications. The standard CFal 
stocks, including smooth, screw and ring shank types are available 
in 5, 25 and 50 Ib. packages. Wherever you see “Nails For Sale”, 
look for quality first... the CF&l package. For complete informa- 
tion on the great variety of CFalI Nails, contact your local CFal 
sales office. 


7801 


THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque * Amarillo © Billings * Boise * Butte * Denver * El Paso * Farmington (N. M.) 
Ft. Worth * Houston * Kansas City * Lincoln * Los Angeles * Oakland * Oklahoma City * Phoenix 
Portland * Pueblo ¢ Salt Lake City * San Francisco * San Leandro © Seattle * Spokane * Wichita 
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